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WHERE  IS  ALL  THE  ALUMINUM  GOING? 
10  DO'S  AND  10  DOK'T'S  IN  SELLING 
CLAMP-DOWN  SINK  FRAMES 
STONE  TYPE  VENEER  SIDING 
ATTIC  FANS 
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In  Canada:  ALUMINUM  iLOG.  FtODUCTS  CO  ,  LTD. 
362  CHILVrR  ROAD,  WINDSOR,  ONTARIO 


in  the  combination  window  business! 


Separate  Tracks 

Combination 

Storms-Screens 

THEY'RE  DIFFERENT  FROM  ANY  WOOD  COMBINATIONS  ON  THE  MARKET! 


IdfirnlflR  1^^  Combination  Windows 

"will  Make  More  Money  For  You! 

TWO  OUTSTANDING  FEATURES 

They  have  (loul>ie-hun»  eoni^lrurtioii !  This  means 
that  the  homeowner  ean  have  as  mtieh  or  as  little 
ventilation  as  he  wants ...  when  he  wants  it . . .  a  (lip 
of  the  finder  from  winter  to  siimnK'r!  !No  rhan^in^ 
4ir  storin;;:  any  time. 

O  They  are  completely  weatherstrippe«l.  The  entire 
*  wimlow  openiiif;  is  pr«»terte«l  from  the  elements, 
k  keeping  heat  in  an«l  drafts  out! 


sOMf  rtukiromcs  sriu  orcn 

ir  rile  .  .  .  wire  .  .  .  , 


Guordions  art  the  BEST  wood  combination  by  far.  Atfuro  yourtolf 

of  business  for  the  years  ahead  by  getting  information  now  on 
the  excellent  deal  Alumotic  has  for  progressive  organizations  I 


Manufacturers  of  “Alumotic,”  “Aratum,”  and  “Trimatic”  aluminum 
combination  uindows,  “Kaysto”  aluminum  combination  windows 
for  casement  windows;  anti  combination  doors,  screen  doors,  full 
and  half  screens,  and  screened  porches  of  aluminum. 


» 


GtOBE  SIDING  PRODUCTS  COMPANY 
7207  Schrogc  Avenue 
Whiting,  ir'diana 

YES,  pittos*  ruih  complete  ThermoWAll  detoiU,  ond 
hove  your  representotive  coil  on  me. 


Wire,  Write  or  Phone 
for  Details 


GLOBE  HOUSE  DOCTORS 


meet  Dr.  Globe,  House  Doctor  to  the 
notion.  You'll  see  o  tot  of  him  this 
yeor,  with  brond  new  "mirocle"  sid¬ 
ings  thot 
PftOFITSI 


Insulating  Vertigrain®  Shingle  Design  Siding 

with  the  REAL  CLAPBOARD 

^  PROFILE 


Prospects  foil  in  love  with  the  Real  Clapboard  Profile  of  Globe 
ThermoWALL  at  first  sight !  They  go  for  the  modern  narrower 
panels,  the  deeply  etched  mortar  lines,  the  virile  outdoor  colors. 
That's  why  ThermoWALL  means  Healthy  Homes  and  HEALTHY 
PROFITS!  ThermoWALL  comes  in  five  populor  colors  —  French 
Gray,  Cedar  Blend,  Birch  White,  Morocco  Brown  Blend  and  Forest 
Green  Blend. 


EXCLUSIVI  FEATURES 

1.  AQUA-PRUF  PRECISION  SHIPLAP 

2.  PATENT  “SEALED  SATURATION” 

3.  Rx  MASTICOAT  FORMULA 

4.  KLEEN-KUT  MORTAR  LINES 

5.  VERTIGRAIN*  REAL  WOOD  TEXTURE 

6.  HARMONIZED  COLOR  BLENDING 
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WANTED! 


GOOD  DISTRIBUTORS... 
AND  DEALERS!! 

TO  HANDLE  ALL  ORDERS 
COMING  THE  "ACE"  WAY. . . 


"ACE"  COMBINATION  SELF-STORING 
STORM  WINDOWS  b  STORM  DOORS 


MADE  FROM  TOP  GRADE 
CALIFORNIA  REDWOOD 


The  new  "ACE"  exclusive  2-track 
self-storing  window  .  .  .  with  full 
control  ventilation. 


•  ACE  INDUSTRIES,  one  of  the  largest  manu¬ 
facturers  of  storm  windows  and  doors,  have  en¬ 
gineered  and  built  the  strongest,  most  durable, 
top  grade  California  redwood  window  and  door 
offered  on  the  market  today. 


SELF-STORING 

(Two-Track) 

CONTROLLED 

VENTILATION 

NO  GADGETS 

PLASTIC  SCREEN 

(Cannot  Rust) 


DOORS  .  .  .  Four  light  horizontal  I's"  thick  with  raised  panel 
and  solid  brass  insert  hardware.  Fourteen  special  hardwood 
undercut  dowels  give  extra  heavy  frame  for  added  strength. 


Aec  INDUSTRIES  COMPANY 

2908  Glenwood  Avenue  •  Phone  8-3211  •  Youngstown,  Ohio 


BUILDING  SPECIALTIES 


Thousands  of  new  typos  o4  insU' 
lotion  jobs  ore  open  to  you  with 
SproyKotc.  Since  it  con  be  op- 
plied  over  ANY  surfoce,  EVERY 
building  is  o  prospect. 


Spray  Kote 

Acoustical  and  Industrial  Insulation 

Offers  You  A 


ACCOUSTICAL  CORRECTION 


BIG  BUSINESS 

OPPORTUNITY  NOW 


FIREPROOFING 


CONTROL 


II  you  are  a  live-wire  dealer  intereited  In  buUdinq 
your  volume  to  tremendous  proportions.  SPRAYKOTE 
oilers  you  a  brand  new  product  with  limitless  possi¬ 
bilities.  There  is  no  product  available  to  you  today 
that  oilers  a  grealer  range  oi  prospects,  or  larger 
proiit  opportunities.  li  you  want  to  expand,  investi¬ 
gate  it  today. 


Study  These  Markets: 

SproyKoie  has  an  extremely  high  coefficient  of  sound  absorption  and 
<s  completely  incombustible.  This  makes  it  ideal  for  interior  insulation 
in  churches,  auditoriums,  offices,  restaurants  and  theatres. 

Condensation  can  be  effectively  controlled  by  SprayKote.  This  opens  a 
tremendous  industrial  market  for  applicators.  SprayKote  can  also  be 
applied  directly  to  masonry  walls  and  plasterboard  ceilings,  adding  to 
the  applicators'  markets. 

SprayKote  is  an  ideal  material  for  thermal  insulation.  Sprayed  from  o 
gun  directly  on  any  surface  it  forms  a  uniform  coating.  It  eliminates 
the  dust  usually  present  during  insulation  application,  and  is  water- 
repellent,  rust-resistant,  wind-tight,  and  fireproof. 


BIG  PROFITS— LARGE  VOLUME— A  NEW  FIELD 
_ WRITE  FOR  DETAILS - 


SPRAYED  INSULATION,  INC. 

56  58  CRITTENDEN  ST  NEWARK  4.  N  ) 


BUILDING  SPECIALTIES 


fi 


It  nun 


■  To  [>rot<-<'l  )our  inleretls  and 

pre'erve  the  popularity  of  the 
Koluiilusn  Aliiiniiiutii  Storm 
\X  iiiilow  wr  an-  ronliniiin|!  to  make  good  dt-livrries 
in  >pit<-  of  iiiaiiy  re>tri<'tion».  roiilrols  and  ^llortag<■^. 
Tilt-  faiiioii'  (i-atiirrs  of  Koiagla'S  MindoH>  i-ut-li  a> 
lingi  r-tip  i-oiitrol.  noi'rlt‘>!>  roller  gliile,  in.-ide  imtalla- 
tion.  and  itiiiig-rntiiig  inli-rloi-king  devire  lia\e  at- 
<-oiinteil  for  tin-  widt — [irt-ad  rU'tomer  ai-i-eptam-e. 
Tlii«  we  want  to  maintain.  You  ran  lie  sure  we  are 
doing  our  lie.t  to  answer  vour  problems. 


j — ^ciioRTACtS — - 


BUT-We’re  still  making  ppptteliverv 


r  ^  ^  11  'V  il  .  ll 

nt  J^OM.AOJLAJiS  ALUMINUM 

V.-rta‘dent‘oty“  STORM  WINDOWS 

FOR  OUTSWINGING  CASEMENT  WINDOWS 


Om.aM.AJSS  EQUIPMENT 


COMPANY,  INC. 

•  931  CARNIGIE  AVE.  •  CLEVELAND  A.  OHIO 


; 
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SCALl-OP 


Sis-— -t:r 

N°-  .  *nd  doo” 


y  7  '■*0^. 


i^0»  CAWOP'f 

scaUOP 


UAKntOCHi 


STANDARD  SIZES 

FOR  QUICK  SALES,  FAST  INSTALLATION 
and  IMMEDIATE  DELIVERY 


Under  this  sensational  new  plan,  you 
sell  standard  sized  SHIELDALL  perma¬ 
nent  aluminum  awnings  .  .  .  keep  all 
the  profits  for  yourself! 

Each  generously  proportioned  SHIELD- 
ALL  door  and  window  canopy  is  indi¬ 
vidually  packaged,  complete  with  direc¬ 
tions  for  simple,  easy  assembly  and 
installation. 

FEATURES 

^  Leakproof  design  ^  Infra-red  baked  enamel 
finish  ,  Chimney  vent  ventilation  ^  One- 
piece  end  panel  and  side  valance  ^  Lifetime 
aluminum  construction  ^  Standard  awnings 
may  be  had  in  Royal  Blue  and  White,  Tile  Red 
and  White,  and  Grass  Green  and  White. 


CUSTOM 

SHIELDALL  AWNING 

There's  a  complete  line  of 
SHIELDALL  awnings  to  till 
every  requirement.  Made-to 
order  SHIELDALL  tor  non 
standard  installations  are 
available  to  you  at  compe¬ 
titive  list  prices,  less  50%. 
F.O.3.,  Girard,  Ohio.  Use 
coupon  (below)  for  selling 
sarrples  and  sales  kit.  Cus 
tom  awnings  may  be  had  in 
many  colors,  or  color  combi 
nc  tions. 


Spccioi  splicing  ponds  orf 
available  to  mercose  width 
of  ony  standard  ownirtg 

ALUMINUM  SHORTAGE! 

FORGET  IT?— Despite  recent  restrictions  on  use  of  alumi¬ 
num  we  are  in  a  position  to  give  immediate  delivery  on 
alt  orders  and  to  the  best  of  our  knowledge  the  condition 
will  continue  in  the  future. 


Tear  of!  and  return  the  attached  order  coupon  now! 

Your  order  gets  immediate  attention  and  includes  all 
necessary  selling  information  and  prcmcticnal  material. 

And.  if  you're  not  completely  satisfied --SHIELDALL 
shipments  carry  an  unconditional  full  money-back 
guarantee  that  may  be  claimed  within  13  days  by 
returning  all  material  in  good  condition, 

YOUNGSTOWN  INDUSTRIES.  INC. 

710  S.  STATE  ST.  .  GIRARD,  OHIO 

Phere  J-S-'jS 


SHIELDALL  PERMANENT 
YOUNGSTOWN  INDUSTRIES,  INC 


ALUMINUM  AWNINGS 
710  S  STATE  ST.,  GIRARD.  OHIO 


PIcoss  ship  the  following  order  of  SHIELDALL  Aluminum  Awnings; 

No.  1  S19  75  ca.  No  2  S24  75  ca  No.  3  (a)  $32  50  ea 

Modc-to-ordcr  SHIELDALL  Soles  Samples  ^  SIS. 00  ca.  ^  O.B.  Factory 

NAME  . . . . 

FIRM  .  .  . . 

ADDRESS  . . 

CITY  ZONE  STATE  . 


Check  here  if  you  prefer  to  enclose  payment  with  this  coupon.  If  so, 
WE  pay  the  shipping  charges.  The  same  refund  privilege  applies, 
of  course. 


BUILDING  SPECIALTIES 


•  •  •  Many  a  good  <lt‘al»'r  lias  seen  liis 
[nnlit  (Iwitulle  Iteeanse  of  repealed  serv¬ 
ice  calls.  .\ol  so  with  \\  AKNKK  dealers. 

W  AK.NKH  W  KATIIKK-MASTKK  Tnits 

lia\e  stood  the  test  of  time.  Dealers 
know  how  matn  more  times  Vi  AHNKH 
(pialitv  and  design  have  paid  off  in 
honus  sales  \olnme.  If  tK\HK  KI)  is 
the  denier  s  choice  for  profu-controlled 
sales.  Issemhl\  becomes  a  source  of 
jirofit  with  If  .IK\HK  Kl). 

WARNER  WEATHER  MASTER  is  the  WINDOW  with 


riiroiigh  every  market  condition 
WAKNKH  KI)  enshions  ami  protects 
vour  profit  and  your  hiisiness.  ^  on 
can  he  set  up  in  a  jiffy  with  just  what 
vou  need  for  a  .successful  KD  operation. 
Vi  AK  .NKK  friendly,  experienced  co¬ 
operation  and  extensive  consumer  ad¬ 
vertising  are  your  unlK*alahle  team¬ 
mates  for  profit-wflA/ng,  business  build¬ 
ing  enterprise.  Virile  today! 

the  RED  PUSH-BUnON  VENTILATION  CONTROL! 


WARNER  WEATHER-MASTER  ALUMINUM 
COMBINATION  WINDOWS  and  DOORS 

MANUFACTURED  BY 

WARNER  MFG.  CORP. 

JERSEY  CITY,  N.  J. 


II 
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WITH 

RE*NU'IT 

A  STEEL-LIKE  COATING 
THAT  WATERPROOFS, 
BEAUTIFIES  •  INSULATES 
AND  PROTECTS  ANY 
SURFACE 


FACTS  ABOUT  RE*NU*IT 


Q.  Whptifit? 

A.  A  waterproof  finish  side  woll  resurfacer. 

Q.  What  does  it  do? 

A.  Renews  any  surface  by  putting  on  A  STEEL  LIKE 
COATING  that  BEAUTIFIES  . . .  INSULATES  . . .  PRO¬ 
TECTS  and  enhances  the  appearance  and  VALUE 
of  your  home. 

Q.  What  does  it  contain? 

A.  A  chemical  base  formulation  that  incorporates  the 
two  indestructible  protective  and  insulating  minerals 
ASBESTOS  and  MICA,  and  is  manufactured  in  accord¬ 
ance  with  our  exclusive  process. 

Q.  How  it  it  applied? 

A.  RE-NU-IT  is  applied  by  powerful  pressure.  It  is  not 
merely  nailed  on  top  of  your  old  side  walls,  but 
actually  fused  on  and  thus  becomes  part  of  them, 
quickly  drying  to  a  COLORFUL  TEXTURE  FINISHED 
COATING. 

Q.  Who  applies  RE-NU-IT? 

A.  For  your  protection  only  factory  approved  authorized 
applicators. 


in  9  Beautiful  Colors: 


TILE  RED 

BAniESHIP  GRAY 
STUCCO  WHITE 


INDIAN  IVORY 
OCEAN  GREEN 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE 


OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 


RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  New  York  1  8,  N.  Y 

LOngacre  3-6631 


TEAL  BLUE 
WISTERIA  PINK 
STONE  GRAY 
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BUILDING  SPECIALTIES 


big  reasons  why  you 

should  sell- 

WILSON  STORM  WINDOWS 

for  metal  casements 


I.  CONTINUOUS  SUPPLIES  —  regardless  of  material  shortages 
2.  COMPLETE  LINE — for  both  h/su/e  and  outside  installation 
3,  TOP  QUALITY — materials,  design  and  construction 


It’s  true!  ^’ou  can  count  on  Vi'ilson  to  supply  all  the  storm  windows  you  can  sell  this  fall 
and  winter. 

Vi'ilson  has  the  experience  and  the  production  facilities  to  use  aluminum,  steel  and  wood 
in  making  storm  windows  of  the  finest  quality. 

Vi'ilson  makes  a  complete  line  of  storm  windows  for  metal  casements — types  for  both 
inside  and  outside  installation.  >X'hen  you  sell  a  full  line,  you  sell  more  jobs. 

Therefore,  regardless  of  present  or  future  material  restrictions  or  type  of  installation,  you 
are  always  assured  of  unlimited  supplies  for  your  customers.  Protect  your  volume  and 
profits — sell  >X'ilson  Storm  Windows. 


Here  is  the  most  outstanding  casement  storm  window 
on  the  market.  Easily  installed  on  the  inside.  Lifetime 
construction.  Fuliv  insulated.  Available  in  aluminum 
or  steel. 

Interchangeable  with  screens.  Gla/ed  with  double 
strength  glass.  Sizes  to  fit  all  standard  and  modular 
size  metal  casements. 


Available  in  aluminum  or  steel,  this  popular  new 
Vi'ilson  Storm  Window  installs  permanently  on  the 
outside  of  the  casement.  (Completely  eliminates  stor¬ 
age  problems. 

Panels  are  fully  insulated  and  glazed  with  double 
strength  glass.  Sizes  for  all  standard  and  modular 
size  metal  casements. 


NEW 

WOOD 


Brand  new  and  ready  to  sell,  Vt'ilson  W'ood  Storm  Win¬ 
dows,  with  removable  metal  frame  inserts,  are  available 
in  either  Tidewater  Gypress  or  (California  Redwood. 

Designed  for  outside  installation,  they  include  the 
same  popular  features  as  Wilson  Metal  Storm  Panels. 

Furnished  in  natural  wood  stain  finish  or  with  baked- 
on  aluminum  paint.  Fit  all  standard  and  modular  size 
metal  casements. 


Act  n«)w  to  assure  vourself  a  continuing  supply  of 
Vi'ilson  Storm  >X'indt>ws  for  metal  casements.  Gse 
the  coupon  to  get  lull  details  about  the  >\'ilson  line. 


L.  S.  WILSON  MFC.  CO. 

3300  S.  Weitern  Ave.,  Chicago  S,  Illinois 

Please  rush  complete  details  on  your  new  products 
for  metal  casements.  I  am  interested  in 


I  I  Metal  Storm  Windows  LD  Screens  Q  Wood  Storm  Windows 
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On  tlie  House . .  . 


WHILE  the  aluminum  situation 
doesn't  show  much  prospect 
of  immediate  improvemeiil,  this 
department  can  at  least  detect 
some  hopeful  si^ns  that  the  Gov¬ 
ernment  is  be^rinnin;;  to  realize 
that  the  stockpile  is  unnecessar¬ 
ily  lar^e  and  that  more  metal  may¬ 
be  released  to  non-defense  indus¬ 
tries.  In  a  recent  radio  address 
Sen.  John  J.  Sparkman,  chairman 
of  the  Senate  Small  Business  Com¬ 
mittee,  said  that  increased  pro¬ 
duction  and  decreased  stockpile 
requirements  would  bring  alum¬ 
inum  hack  into  the  commercial 
market. 

He  also  said  that  the  committee 
had  found  the  Government’s  stock¬ 
pile  policy  “unreasonable”  and  ad¬ 
ded.  “We  have  bt'en  trying  to  get 
the  Munitions  Board  to  review  the 
stockpile  requirements  for  alum¬ 
inum  and  all  scarce  commodities.” 

Another  unrea-sonable  stockpile 
of  aluminum  is  the  apparently  ex- 
ces.sive  inventory  that  the  aircraft 
indu.stry  is  piling  up.  (See  the  ar¬ 
ticle  on  page  IJ).  All  specialty- 
dealers  should  write  to  their  Sen-  | 
ators  and  Congressmen  and  to 
Sen.  Sparkman  to  protest  this  sit¬ 
uation. 

*  *  * 

Selling  is  getting  tougher  these 
days  as  cu.stomers  are  getting  more  ‘ 
cautious  about  purchases.  Dealers 
queried  by  this  department  about 
the  state  of  business  generally 
agree  that  you  have  to  work  harder 
now  to  keep  up  your  sales  volume 
than  a  few  months  ago.  Those  with 
good  sales  organizations  admit  that 
they  are  doing  well.  Customers  .still 
have  plenty  of  money,  they  say, 
and  it  is  just  a  que.stion  of  harder  ■ 
plugging  to  make  them  buy. 

That  this  is  true  is  confirmed  by 
a  recent  report  from  the  Depart¬ 
ment  (»f  ('ommerce’s  Office  of  Bus¬ 
iness  Economics  which  noted  that 
although  consumer  buying  had 
dipped  below  the  peak  rate  of  the 
first  quarter,  personal  income  and  I 
savings  zoomed  $.‘1  billion  higher 
in  the  2nd  quarter  than  the  1st.  { 


A  monthly  magazine  for  the  dealer  who  sells  and  installs 
home  and  industrial  accessories. 
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I'Vatiirrs  list«Ml  Kriou  liav<‘  an  ini[K*rtaiit  hearing 
on  tin*  aina/in^  Mirress  <j<*alrrs.  rontrarlors  ami  an'liilt^rt* 
are  e\[M*rienring  //  alumitilf\  llie  excitiiijr,  nioJ 

ern,  new  wall  facing.  ^  on,  hM».  ran  enjoy  in('rease<l  prolU; 
from  hamiliti"  ami  reeommemlhi;'  this  well  known  line. 


h'irvpnMtf^  rustpnuff^  U'nU'rpnmf, 
Her^intant  to  <*oiniiioii  ac'iiis.  .No 
iiiiiii^htly  mortar  liiieH  to  roll<*<'t 
(iirt  aiul  ^reaar.  Kasy  to  rl<*aii  .  .  . 
Haiiitary  . .  •  l>eautiftil.  loiaraiil«*«*<j 
long  life. 

Aflapteil  to  both  new  ronstriir* 
tioii  and  rem<Mleling  jobs.  Series 
roiintlesft  utM*s  for  Innnes.  inslitii* 
tions,  roiniiieretal  buildings.  It  uill 
pay  you  to  <'om|»are  aiumttHv  witb 
other  tile  for  lle\ibility. 


.itumitilv  is  formed  after  it  18 
paiiited^an  iinuHual  feature. 
Won't  eliip,  eraek,  peel  or  eor- 
rotJe.  Knaniel  tiiiiab  |HTmaneiitly 
bonded  to  aireraft  aluminiini. 


Over  25  different  sliaf^es  and 
sizea  of  tile.  (  outxt  them  anti  t'orn^ 
pare  with  the  number  t»fTered  in 
other  makea.  liiaitle  anti  oiitaitle 
comers.  ba»es.  caps.  stri|»e8,  tri> 
angles;  matebiiig  awiteli  plates. 

Fourttteu  vital  ettlors,  available 
in  tile  of  various  patterns,  for  at> 
tractive  lettering  and  unusual 
designs.  Dues  the  tile  you  are 
handling  have  this  "self-tle<'orat- 
ing'*  feature?  iian  yt»u  tlt»  lettering 
with  it,  as  voii  can  with  aliunitUvf 


lAfiht  in  •  .  •  12(1  s<|.  ft 

weigh  t>iilv  37  lbs.  Kasv  tti  baiidk* 
lower  shipping  c«>8t8.  Strengtl 
witht>ut  bulk  .  .  .  retpiirt*^  lesi 
stt>rage  spat'e.  Kasy  tt>  apply  .  . 
saves  labt>r  hours. 


METAL  TILE  PRODUCTS,  INC. 

Deportment  707,  Hastings.  Michigan 

I  should  iika  to  know  more  about  your  products. 

1  om  a  [_J  Distributor.  Q  Dealer.  Architect,  [G  Contractor. 


Be  sure  it's 
Genuine 
HASTINGS 
ALUMITILE 


I  TfhiU  ^odeu^f 

I  METAL  TILE  PRODUCTS,  INC.  Hnthiis.  MieUfii 


Address 


I  rnJtmn  ^  MUTfftfGS  dMiRb,  rnhrnl-MWmNOM 


City 


fnovWIngM  AMtf  Roililncpa 


J 


L 


July,  1951 
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Where  Is  AU  The 

Alwminum  Goina  To? 


TT'VER  since  the  betrinninj?  of  the 
aluminum  crisis  the  NPA  has 
planned  allotments  of  this  metal 
on  the  basis  of  three  catejifories. 
These  are  (1)  military,  (2)  stock¬ 
pile.  (3)  civilian.  No  doubt  the 
CMP  will  continue  to  allot  alum¬ 
inum  on  this  basis.  Everybody  un¬ 
derstands  the  importance  of  the 
armed  forces  getting  their  full  re- 
(piirements  for  weaijons  and  equip¬ 
ment  but  while  there  has  been  little 
grumbling  about  the  first  category, 
there  is  a  strong  feeling.  es])ecially 
in  small  busine.ss,  that  exce.ssive 
“fattening”  of  the  second  category 
is  starving  the  third. 

There  has  therefore  been  much 
pressure  from  small  business  for  a 
realistic  apprai.sal  of  our  actual 
.stockpile  needs.  To  do  this  it  is 
necessary  to  know  how  much  alum¬ 
inum  is  available  and  where  it  is 
going.  Defen.se  Mobilizer  Wilson  in 
his  April  report  to  the  President 
stated  that  primary  production,  re- 
proce.s.sed  sera])  and  imports  all 
add  up  to  2.8  billion  nounds.  Of  this 


Privote  stockpiling  by 
is  draining  away  huge 
that  could  be  used  now 

25 '<  is  intended  for  military  needs. 
Thus  700  million  pounds  will  be 
needed  for  defen.se  while  2.1  billion 
remains  for  .stockpile,  defen.se  sup¬ 
porting  industries  and  civilian  u.se. 

It  has  been  reported  that  the 
Government  intends  to  reduce  the 
stockpile  to  considerably  le.ss  than 
the  original  ,300  million  pounds  per 
year.  Now  if  we  allow  200  billion 
pounds  a  year  for  the  .stockpile, 
and  400  million  for  defen.se  sup¬ 
porting  indu.stries  there  still  re¬ 
mains  the  immen.se  amount  of  1.5 
billion  pounds  for  civilian  use.  Yet 
most  civilian  industry  is  starving 
for  metal.  The  question  is:  Where 
is  all  the  aluminum  going  to?  Cur- 
riously  enough,  it  is  impossible  to 
get  an  answer  from  the  i)roducer.s 
who  obviously  ought  to  know. 

What  they  say,  in  answer  to 
questions,  is  that  about  15G  goes 
to  distributors  while  75 G  of  the 
remainder  goes  into  defense  or¬ 
ders  and  “directives.”  Yet  no  de- 
fen.se  industry  program  is  in  high 
gear  and  it  will  take  some  time  yet 


aircraft  companies 
amounts  of  metal 
by  small  business 

for  any  of  them  to  reach  full  pro¬ 
duction  goals.  The  largest  con¬ 
sumer  of  aluminum  in  the  country 
is  the  aircraft  industry. 

Unless  war  breaks  out,  the  air¬ 
craft  pr,)gram  will  jirobably  not 
e.xceed  30,000.  The  output  for  this 
year  is  expected  to  be  about  6,000. 
In  19.52  production  may  po.ssibly 
reach  20,000  planes.  On  the  basis 
of  the.se  figures  aircraft  production 
can  account  ft)r  no  more  than  300 
million  j)ounds  of  aluminum  by 
1953. 

As  the  magazine  “Modern  Met¬ 
als”  points  out  in  a  recent  issue: 

“  ...You  begin  to  wonder  what 
they  will  do  with  the  stuflf  when 
you  hear  of  the  shipments  going 
to  the  various  plants.  Granted, 
a  certain  amount  is  needed  to 
fill  the  ‘pipt-bne’  but  the  amount 
scheduled  adds  up  to  a  great  deal 
more  than  the  15-odd  million 
pounds  a  month  currently  need¬ 
ed.  Why  should  they  order  for 
aircraft  they’re  not  even  sure  of 
{('oiitiniicd  0)1  P(i<fv  26) 


-Sink  well  opening  with  4  temporary  corner  clips  for  bowl  and  frame.  2 — Underside  of  top,  sink  and  bowl  held  by  screw 
e  lugs.  Inset  shows  close-up  of  (a)  frame  (b)  lug  (cl  tightening  nut.  (Patent  3t2,  4^,  471).  3 — Completed  job. 


It's  Easier  With 
Clamp-Down  Frames 


Recently  developed  metal  moldings 
speed  the  installation  of  sinks  in 
kitchen  and  vanity-lavatory  cabinets 


linens,  towels,  etc.,  are  stored. 

Counter  top  lavatories  in  both 
porcelain  and  enamel  finish  are 
now  being  featured  by  .several 
leading  manufacturers  These 
same  manufacturers  recommend 
the  clamp-down  frame  as  one  of 
the  mo.st  efficient  to  use  with  their 
sinks. 

The  wide  lip  of  the  frame  fits 
fiush  with  the  top  of  the  counter 
and  its  attractive  high  polish  lends 
a  harmonizing  note  to  the  colorful 
pla.stic  or  linoleum  covering  mate¬ 
rials. 

Snap  on  stainless  steel  or  alumi¬ 
num  edgings  are  the  usual  treat¬ 
ment  for  the  outside  edges  of  the 
counter  top. 

Wide  functional  working  areas 
in  the  home  are  extremely  popular 
and  receive  much  attention  from 
the  editors  of  home  decorating 
magazines.  The  pages  of  these 
magazines  are  illustrated  with 
variations  of  this  basic  idea  and  its 
application  to  both  bathroom  and 
kitchen.s. 

{Contituud  on  Page  26) 


By  W.  F.  Aldridge 
Sales  Promotion  Mgr. 
R.  D.  Werner  Co.,  Inc. 


10  DO'S  And  10  DON'T's 
In  Specialty  Selling 


rpHE  real  secret  of  success  in  sell- 
ing  building  specialties  is  really 
no  secret  at  all.  As  everybody  knows 
it’s  just  a  matter  of  good  hard  work. 

But  hard  work  won’t  produce 
the  best  results  unless  it  is  organ¬ 
ized  and  unless  it  is  combined 
with  a  smart  sales  procedure.  Two 
men  can  work  equally  hard  in  the 
course  of  a  week  and  yet  one  of  them 
can  produce  twice  the  sales  turned 
in  by  the  other.  Why?  Because  the 
top  producer  knows  his  business, 
the  business  of  .selling.  Here  are  ten 
“Do’s”  and  ten  “Dont’s”  which,  if 
adhered  to  religiously,  will  make  a 
top  producer  out  of  any  hard  work¬ 
ing  .salesman : 

1.  DO  caiiva.‘<s  tirelesslg.  A  build¬ 
ing  specialty  .salesman  must  almo.st 
always  direct  his  own  efforts.  Re¬ 
member:  a  cup  of  coffee.  Coke, 
movie  or  other  diversions  \\ill  cost 
you  money.  Take  your  time  off  after 
work,  not  during  working  hours. 

2.  DO  cnni'a.'Oi  otdii  for  an  ap¬ 
point.  Spend  no  more  than  2  minutes 
at  the  door.  Additional  time  will 
take  the  punch  from  your  demon¬ 
stration.  As  a  building  specialty 
salesman,  you  will  almo.st  always 
need  the  approval  of  both  husband 
and  wife  becau.se  you  are  .selling  a 
“big  ticket”  item.  Don’t  stand  at  the 
door  and  give  the  wife  a  big  .sales 
talk  after  she  has  given  you  an 
evening  appointment.  She’ll  go  over 
your  story  with  “the  Mister”  befoi  e 
you  get  there  and  they  will  have 
made  up  their  mind  before  even 
hearing  your  .story.  Whet  her  curi¬ 
osity  at  the  door  so  she’ll  give  you 
an  appointment  but  don’t  .satisfy 
that  curio.sity. 


3.  DO  be  aggressive  irith  a  smile. 
Be  plea.sant  but  be  firm.  One  of  the 
most  successful  window  salesmen  I 
know  told  me  that  he  sold  his  win¬ 
dow's  to  ( 1 )  people  w'ho  w'ere  home 
owners;  (2)  people  who  were  em¬ 
ployed;  (3)  people  W'ho  didn’t  want 
storm  w'indow's.  Building  specialties 
are  sold  by  demonstrations.  Few 
people  right  off  the  bat  are  willing 
to  make  an  appointment  for  a  dem- 
on.stration.  Their  minds  mu.st  be 
changed  by  using  forceful  methods 
to  force  a  demonstration.  But  no 
matter  how  aggressive  you  get,  keep 
that  smile  warm  on  your  face.  Let 
your  “suspect”  see  that  you’re  a 
nice  guy,  but  a  guy  who  won’t  take 
a  “Not  interested”  for  an  answer. 

4.  DO  use  the  Golden  Hour  of 
Canvassing  for  “not  homes."  The 
Golden  Hour  is  from  five  to  six  in 
the  afternoon.  Mom  is  in  the  kitch¬ 
en  getting  supper  ready.  Dad  is 
home  or  on  his  way.  When  you  ring 
a  bell  at  this  time  of  day,  you’ll  fill 
in  the  gaps  you  mi.s.sed  in  the  morn¬ 


ing.  And  the  gaps  have  to  be  filled  in. 
if  you’re  to  do  a  top  job. 

5.  DO  see  your  be.st  leads  first. 
Some  sale.smen,  when  they  go  out  in 
the  evening  without  a  definite  time 
appointment,  like  to  put  off  the  beat 
lead  until  la.st.  They  like  to  have  a 
“hot  one”  to  look  forward  to.  Don’t 
do  it.  A  bird  in  the  hand  is  w'orth 
two  anywhere  else.  If  you  go  to  .see  a 
w'eak  lead  first  and  miss  the  .sale, 
some  of  the  starch  will  go  out  of 
you.  Then  the  .sale  that  .should  be 
ea.sy  w'on’t  be — and  might  be 
missed.  If  you  put  the  ea.sy  one  first 
and  wrap  it  up,  you’ll  go  to  your 
next  prospect  w'ith  an  air  of  con¬ 
fidence  which  may  well  make  that 
sale  come  ea.sy. 

6.  DO  set  the  stage  for  your  act. 
When  you’re  in  the  living  room, 
ready  for  your  demonstration, 
you’re  like  an  actor  on  a  stage.  You 
want  your  audience  settled  so  they 
can  see  and  hear  you.  You  want 
your  props  (sample,  .sales  manual, 

{Continued  on  Page  30) 


If  your  salesmen  know  these 
rules  and  do  some  hard  plugging, 
you'll  get  plenty  of  business 
even  in  this  slack  period 
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.■'..sia*'' 

Man-Made  Stone  Opens  Rich 

Here's  an  easily  applied  Portland  cement  product  that  is 
requires  very  little  investment  and  is  extremely  attract 


mineral  colors,  quartz  aggregate, 
\vater})roofers,  metallic  hardeners 
and  pulverized  stone,  this  type  of 
siding  so  closely  resembles  actual 
stone  that  only  an  experienced  ma¬ 
son  could  distinguish  it  from  the 
real  thing  at  20  feet.  When  cor¬ 
rectly  applied  it  is  weather-tight, 
fire  .safe,  vermin  proof  and  per¬ 
manent.  It  can  be  applied  over 
brick,  concrete,  scored  tile,  .stucco, 
cinder  blocks,  concrete  block,  pour¬ 
ed  concrete,  or  wood. 

The  method  of  application  leaves 
an  air  space  Ijetween  the  stone 
veneer  and  the  interior  wall.  The 
air  trapped  in  this  space  serves  as 
as  insulator  keeping  the  hou.se 
warmer  in  winter  and  cooler  in 
summer  with  a  po.ssible  reduction 
in  fuel  costs  ranging  from  10  to 
.‘10'^.  After  installation  the  .stone 
type  veneer  surrounds  the  entire 
hou.se  with  a  concrete  wall  from 
1  < to  2  inches  thick  which  effec¬ 
tively  bar  any  po.ssibility  of  fire 
from  external  sources. 


From  Data  Furnished  By 
Emco  Cement  Prod.,  Inc. 


The  average  American  private 
residence  is  generally  a  frame 
hou.se  with  clapboard  siding  yet 
mo.st  homeowners  would  prefer  to 
live  in  a  .stone  house.  Unfortun¬ 
ately,  fine  .stone  ma.sonry  for  resi¬ 
dential  purpo.ses  is  .so  expensive 
that  the  great  majority  of  middle 


class  Americans  regard  it  as  a  lux¬ 
ury  that  they  cannot  possibly  af¬ 
ford. 

With  the  development  of  man¬ 
made  .stone,  however,  this  situation 
has  changed  completely.  It  is  now 
po.ssible  for  the  alert  dealer  to  of¬ 
fer  stone  type  veneer  for  new  and 
old  con.struction  at  a  very  moder¬ 
ate  price  to  the  customer  and  at  a 
very  handsome  profit  for  him.self. 

Made  of  Portland  Cement,  pure 


Shown  above  is  a  private 
home  of  frame  construction 
I'  nd  clapboard  siding.  At  the 
right  is  the  same  house  trans¬ 
formed  into  an  infinitely 
richer  looking  home  after 
the  application  of  a  man¬ 
made  stone  veneer  known  as 
Bondstone.  The  veneer  forms 
a  solid  wall  of  concrete 
around  the  house  about  I'z- 
2  inches  thick  which  fur¬ 
nishes  a  very  satisfactory 
protection  against  fire  from 
external  sources. 


X. 


Siding  Market 


not  aifected  by  shortages, 
ive  to  customers 


Another  advantage  is  that  there 
is  no  need  for  maintenance  or 
painting  and  the  customer  is  freed 
from  this  cost  forever.  Since  most 
frame  houses  require  a  coat  of 
I)aint  about  every  four  or  five 
years,  it  is  obvious  that  the  cus¬ 
tomer  stands  to  save  a  considerable 
amount  of  money.  The  mineral  col¬ 
ors  of  stone  type  veener  never  fade. 
They  age  very  slowly  the  way  rock 
does  but  this  only  enhances  its  rich 
appearance  and  makes  it  look  mel¬ 
low. 

The  potential  market  is  enorm¬ 
ous  and  the  surface  has  not  even 
been  scratched.  Hundreds  of  thous¬ 
ands  of  drab  homes  are  improved 
every  year  by  some  form  of  siding 
and  there  can  be  no  doubt  that 
there  are  tremendous  profit  mak¬ 
ing  pos.sibilities  for  dealers  in  this 
field. 


Residing  Market 


Not  only  does  the  applicator  of 
stone  type  veneer  have  the  oppor¬ 
tunity  of  .sharing  in  the  vast  re¬ 
siding  market  but  he  akso  has  the 
added  advantage  of  offering  some¬ 
thing  different  and  exclusive.  Af¬ 
ter  all  not  everyone  lives  in  a  lux¬ 
urious-looking  .stone  hou.se  I  The 
change  in  an  ordinary  frame  hou.se 
after  the  application  of  .stone  type 
veneer  is  nothing  short  of  remark¬ 
able  and  the  average  home  owner 
who  has  .seen  .some  “before  and 
after”  pictures  is  always  greatly 
impre.s.sed. 

New  residential  construction  al- 
.so  provides  the  dealer  with  great 
.sales  possibilities.  A  builder  can 
always  get  more  for  a  hou.se  with 
.stone  type  veneer  than  with  ordin- 
(Continved  on  Page  35) 


Shown  above  is  a 
roadside  restau¬ 
rant  finished  in 
stone  type  veneer. 
Right;  Store  front 
of  this  automo¬ 
bile  show  room 
was  made  much 
more  attractive 
by  the  application 
]f  Bondstone  type 
siding. 


Seen  at  the  right 
is  a  typical  in¬ 
terior  application 
which  is  in  ac¬ 
cord  with  modern 
a  r  c  h  i  te  c  tural 
principle  of  using 
exterior  finishes 
for  inside  uses. 


One  of  the  many 
possible  combina¬ 
tions  of  various 
sidings  with 
Bondstone.  In  this 
case  the  upper 
part  of  the  end 
wall  of  the  house 
is  finished  with 
white  asbestos 
siding  shingles. 
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100  Leads 
Salesforce 


Efficient  women  telephone  canvassers, 
and  steady  direct  mail  campaign  has 
increased  business  by  better  than  50 "c 


By  BILL  EDWARDS 
Special  Correspondent, 
Building  Specialties 


“T  KADS  build  a  strong  sales 
^  force.  Leads  keep  good  .sale.s- 
men  from  leaving  you.  Leads  make 
sales.  VVe  develoj)  an  average  of  100 
leads  a  week  for  our  men  through 
carefully  directed  telephone  can¬ 
vassing  and  a  .steady  direct  mail 
campaign  aimed  at  our  customers.” 
So  .says  Charles  F'.  Carner,  who  less 
than  a  year  after  becoming  Sales 
Manager  for  Associated  Letter 
Homes  Company  of  Ardmore.  Pa., 
has  increased  the  company’s  .sales 
by  better  than  50' , . 

"When  I  took  over  the  sales  for 
A.s.sociated  Better  Homes.”  Carner 
relates,  “The  company  President, 
.James  Ashburner,  gave  me  a  free 
hand  to  build  an  aggre.ssive.  high- 
producing  .sales  force.  I  believe  that 
the  best  sales  force  is  a  fairly  small 
one.  made  uj)  of  good  salesmen  who 
are  making  a  good  living.  I’m  not 
one  of  those  who  believes  in  getting 
all  the  men  who  can  pick  up  a  brief 
ca.se  and  .sending  them  out.  That 
results  in  too  much  turn-over  and 
no  comi)any  spirit. 

"I'nquestionably  the  be.st  stimu¬ 
lant  for  a  salesman  is  a  steady  sup¬ 
ply  of  leads  that  can  be  turned  into 
.sales.  Newspaper  advertising  can’t 
get  them.  Direct  mail  can’t  do 
enough.  Our  men  were  yelling  for 
leads.  The  only  thing  to  do.  I  de¬ 
cided,  was  telephone  canvassing 


conducted  by  good  women  canvass¬ 
ers.  I  decided  to  work  the  blocks  i;i 
our  business  area  that  way  and  have 
our  .salesmen  contine  their  canvass¬ 
ing  to  the  homes  around  the  jobs 
where  our  men  were  working.” 

Carner  inserted  an  ad  in  his  local 
paper  which  read;  "Maii'ied  wom¬ 
en.  Telephone  canvassing  from 
home.  i?L()()  an  hour.  Telephone  Mr. 
Cainer.  Associated  Better  Homes 
Company.  Ardmore.  Pa.” 

"You  .see,”  explains  Carner,  “I 
didn’t  i)ut  in  a  blind  ad  with  just 
a  box  number.  That  would  make 
them  have  to  write  and  they 
wouldn’t  know  whoin  they  weie 
writing.  Froin  that  first  ad  27  wom¬ 
en  showed  up.  1  picked  four  in  dif¬ 
ferent  sections  and  set  them  to 
work.” 

Kach  canvas.ser  is  given  a  classi- 
tied  .street  directory  which  lists 
home-owners.  The  women  call  from 
9:00  A.M.  to  12:00  A.M.  Monday 
through  Friday.  For  this  they  are 


given  a  dollar  an  hour  or  $15.  On 
-sales  which  result  they  get  50  for 
windows  and  for  rooting,  siding 
and  insulation.  This  commi.ssion  is 
apjilied  again.st  the  $15. 

“When  setting  out  to  get  a  good 
group  of  canva.s.sers,”  Carner  points 
out,  “You  mu.st  be  ready  to  tire  and 
hire  until  you’ve  got  what  you  want. 
We  tell  them  ‘Pniduce  or  else’  and 
I’ve  had  over  a  dozen  women  come 
and  go.  You  can  tell  in  a  week 
whether  the  women  will  be  any 
good  or  not.  Thirty  phone  calls 
should  get  4  leads.  A  woman  should 
be  aiile  to  make  29  calls  a  morning. 
If  a  canva.sser  hasn’t  turned  up  at 
least  a  dozen  leads  at  the  end  of  her 
first  week,  she’s  through.” 

The  leads  develojied  are  mailed 
in  with  the  appointment  time  noted 
or  notice  for  the  .salesman  to  call 
and  arrange  his  own  appointment. 
The  leads  are  given  to  the  .sale.sman 
who  works  the  area  from  which  it 
(Continued  on  Page  36) 


One  of  the  many  siding  installations  done  by  Associated 
Better  Homes  Company  of  Ardmore,  Pennsylvania. 


Penn.  Dealer's 


a  Week  Keep 


A  hot  weather  comfort 
product  that's  simple 
to  install  and  easy 
to  sell 


A  compact  attic  fan  unit  with  2  fans  and  grille  made  for  attics  with  low  headroom 


ATTIC  FANS  Ate  A 
Profitable  Summer  Line 


aHord  only  temporary  relief.  A.s  a 
result,  fhft'c  is  hd  serious  competi- 
tirr  thn’dt  to  the  snh  of  vent  Hot  inp 
(iliiif)nieot. 

In  addition,  purehasinjr  |u)\ver  is 
still  hiprli.  Throujrh  a^ttressive  pro¬ 
motion  directed  to  those  having 
this  hi}>:h  piirchasinK  power — i)ro- 
motion  vividly  picturinji:  the  hene- 
tits  of  nijrht  coolinjr  ecjiiipment  — 
dealers  will  realize  jjreater  sales 
and  higher  profits. 

The  attic  fan  performs  under  the 
same  principles  of  ventilation  dis¬ 
cussed  in  last  month's  article  on 
window  fans: 

During  the  day,  the  sun's  rays 
beat  down  upon  the  attic  roof,  rais- 
injr  attic  temi)eratures  to  as  hi^rh 
a.s  ].■);■)  deKrees.  Meat  from  the  at¬ 
tic  transmits  throughout  the  entire 
house  .saturating  walls  and  fur¬ 
nishings.  Inside-the-house  temp(*r- 
atures  rise  to  as  high  as  lOo  de¬ 
grees. 

After  sunset,  outside  tempera¬ 
tures  drop  from  15  to  25  degrees. 
However,  because  heat  is  stored  up 


Te.xas  through  Xew  Jersey.  A  sec¬ 
ondary  good  market  runs  from 
Kan.sas  to  the  Hast  Coast.  This 
secondary  market  covers  twelve 
states  including  Wi.sconsin,  Indi¬ 
ana,  Ohio,  Xew  York,  and  Mas.sa- 
chusetts.  Of  cour.se,  there  are  many 
local  markets  where  high  humidi¬ 
ties  or  relatively  high  tempera¬ 
tures,  or  both,  m.ake  the  installa¬ 
tion  of  attic  fans  almost  a  neces¬ 
sity.  From  urns  to  l‘U8,  jOh.dOO 
attic  fans  were  sold.  This  figure 
is  less  than  Id  percent  of  an  esti¬ 
mated  potential  of  over  l.lidd.ddd 
fans. 

Several  fact'ors  must  be  consid¬ 
ered  in  di.scussing  the  market  for 
night  cooling  fans.  Air  condition¬ 
ing  has  made  the  public  cool-con¬ 
scious.  However,  air  conditioning 
units  are  much  too  expensive  for 
the  average  homeowner.  Sales  of 
the  “buzz”  type  or  ordinary  cir¬ 
culating  fans  have  dropped  during 
jiast  years,  showing  that  the  public 
is  more  interested  in  higher-qual¬ 
ity  cooling  equipment.  Cool  drinks 


From  Data  Furnished  by 
Propeller  Fan  Mfrs.  Assn. 


PKOPKLLFR  tyiie  fans  are  ideal 
for  supplying  th'e  residential 
demand  for  good  ventilation  be¬ 
cause  they  are  relatively  easy  to 
install,  low  in  long  run  original 
cost,  and  low  in  upkeep  costs. 

Naturally  there  are  some  .sec¬ 
tions  in  the  United  States  in  which 
liernianent  installations  of  the  at¬ 
tic  fan  are  not  feasible  since  the.se 
locations  have  only  a  few  hot 
months  each  year.  Al.so,  small 
units,  .'■■iich  a.s  apartments,  do  not 
require  permanent  installations. 
However,  the.se  sections  and  dwell¬ 
ing  types  can  still  be  made  com¬ 
fortably  cool  when  needed  by  hav¬ 
ing  the  inexi)en.sive  easily-installed 
window  fan. 

According  to  climatic  factors, 
the  best  market  for  attic  fans 
covers  the  area  in  the  seventeen 
states  east  from — and  including — 
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in  the  house  and  l)ecaiise  there  is 
usually  no  brt'eze  strong  enough  to 
dispel  this  heat.  insi{le  tempera¬ 
tures  drop  only  slightly.  The  house 
remains  stitlingly  hot.  filled  with 
heavy,  stagnant  air. 

An  attic  fan  changes  this  stuffy 
picture  entirely.  First,  the  attic 
fan  draws  out  the  t<irrid  attic 
air:  then  it  exhausts  away  all  of 
the  dead  air  from  the  house.  Cool, 
healthfully  refreshing  night  air 
flows  in  through  open  windows  and 
throughout  the  entire  house.  In- 
teri(»r  temperatures  begin  to  drop 
and — with  a  constantly  recurring 
fresh  sui)ply  of  coo]  air — the  inside 
temijerafure  .soon  becomes  the 
same  as  that  outside. 

f’or  an  example  of  the  attic  fan’s 
powerful  suction,  a  inch  fan 
(the  typical  size  for  the  medium 
hou.se)  will  circulate  10,000  cubic 
feet  of  fresh  air  in  each  minute. 
In  compari.son,  a  table  model  elec¬ 
tric  fan  has  a  capacity  of  only  from 
500  to  1,000  cubic  feet  per  minute. 
And,  this  fan  merely  circulate.s — 
does  not  replace — stagnant  air. 

There  are  three  main  benefits 
which  night  cooling  fans  afford  and 
upon  which  promotion  should  be 
Itased : 

1.  Comfort.  Living  quarters  will 
be  more  comfortable,  therefore 
more  plea.sant.  Sleep  will  ct)me 
quickly,  be  more  refreshing  in  such 
surroundings.  The  hou.se  will  be 
cooler  during  the  next  day. 


2.  Health.  .A  cool  inside  temper¬ 
ature  insures  against  falling  asleep 
hot  and  i)er.spiring  and  awakening 
with  a  cold  due  to  a  sudden  change 
in  temperature  during  the  night. 
Refreshing  sleep  means  better 
health,  also.  Unhealthful  drafts 
are  eliminated  and  a  complete  air 
change  every  one  or  two  minutes 
insures  clean,  fresh  air. 

l*reservati»»n  of  dwelling.  Dur¬ 
ing  the  summer  months,  the 
.s])read  of  moisture  due  to  high  hu¬ 
midity  is  accelerated  and  the  re¬ 
sulting  fungus  growth  cau.ses  de¬ 
terioration  in  walls,  ceilings  and 
foundations.  Al.so,  the  dampness 
shortens  the  life  of  furniture.  Attic 
fans  i)revent  moist ure-sj)read  and 
fungus  growth  .so  that  the  build¬ 
ing  will  have  a  longer  life. 

(tther  advantages  of  the  attic 
fan  include  the  following: 

1.  The  attic  fan  cools  the  cntira 
house. 

2.  The  .sound  of  operation  is 
negligible  since  the  fan  is  lo¬ 
cated  in  the  attic. 
Considering  its  long  life,  the 
attic  fan  is  low  in  cost  and  in 
ujjkeep. 

4.  There  being  an  installation 
for  most  situations,  the  attic 
fan  is  ea.sy  to  install  and  re- 
(juires  little  redecoration. 

5.  As  a  permanent  installation, 
the  attic  fan  can  be  F.H..A.- 
tinanced. 


A  vertical  attic 
fan  shown  in¬ 
stalled  in  a  suc¬ 
tion  box  with  a 
wood  frame  lined 
with  a  sound  ab¬ 
sorbent  material 
to  deaden  any 
noise.  Slow 
revolutions  make 
the  fan  itself  very 
quiet.  Box  shown 
with  top  re¬ 
moved. 


Attic  fan  grille  ready  to  be  installed  in 
a  previously  cut  ceiling  opening. 


Attic  fan  installations  should  be 
made  to  fit  the  type  of  dwelling. 
For  hou.ses  with  floored,  open  at¬ 
tics,  the  fan  may  discharge 
through  an  existing  attic  window 
or  through  an  ojiening  made  for 
the  purjjo.se — either  in  an  end  wall 
or  a  dormer.  In  either  case,  the  air 
is  di.scharged  directly  to  the  out¬ 
side,  and  the  attic  acts  as  a  plenum 
(suction)  chamber.  The  fan  should 
be  protected  from  the  weather  by 
louvres  or  a  rain  hood. 

For  flat-roofed  houses,  a  iient- 
hou.se  or  cupola  is  connected  di¬ 
rectly  to  the  finished  ceiling  open¬ 
ing  by  an  air  shaft. 

In  houses  with  unfinished  attic 
spaces,  the  fan  unit  can  be  located 
near  the  ceiling  opening.  The  fan 
thus  di.scharges  into  the  attic  space 
and  then  to  the  outside  through 
properly  located,  properly  sized 
louvres. 

Fans  exhausting  directly  to  the 
outside  should  be  located  so  as  to 
di.scharge  with  the  prevailing  wind. 
Fans  exhausting  into  the  attic 
should  be  located  over  a  central 
hall — or  central  room  if  there  is  no 
hall — .so  that  all  rooms  to  be  venti¬ 
lated  can  be  reached. 

.Air  ('hanges:  The  rate  of  air 
change  depends  uikiii  the  climate, 
locality  and  preference  of  the  u.ser. 
In  general,  a  net  air  change  of  once 
a  minute  is  sati.safctory  in  the 
South  :  a  change  of  once  every  min¬ 
ute  and  a  half  to  two  minutes  is 
satisfactory  in  the  North.  The 
proper  size  of  fan  is  selected  by 
dividing  the  cubic  content  of  the 
(('diitiniK  (I  on  Puffc  28) 
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Locke  Mfg.  Co. 

Moves  To  Lodi,  O. 

Locke  ManufacturiiiK  Company 
have  announced  the  moving  of  their 
plant  and  oflices  from  West  Salem, 
Ohio,  to  Lodi,  Ohio.  This  company 
manufactures  .standard  and  cu.stom- 
huilt  ornamental  iron  railings, 
porch  columns,  brackets,  Kratin^s 
and  other  metal  buildinjr  products. 
At  Lodi,  Ohio,  the  Locke  Company 
moves  into  its  new  buildinjr,  re¬ 
cently  completed  to  pi'ovide  laisrer 
and  more  efliciently  e(piipi)ed  pro¬ 
duction  facilities  as  well  as  better 
means  for  shijjpiiiK- 

K.  .1.  Kusel,  President  of  the 
Locke  Manufacturin”’  Coni|)any, 
says:  "Our  i)lant  in  the  Lodi  loca¬ 
tion  is  in  a  ixisition  to  expedite 
delivery  schedules  because  it  has 
access  to  Ixtth  truck  and  rail  ship- 
pitifr  from  i)lant  jdatform.  Longei’ 
hauls  were  nece.s.sary  at  the  former 
location,  which  frecpiently  delayed 
our  delivery  of  finished  products. 
.Such  delays  will  now  be  avoided  and 
in  addition  our  new  plant  jiives  us 
much  needed  I'oom  to  double  our 
nianufacturinfr  operations.” 

*  ♦  * 

Baldwin-Hill  Insulation 
Now  Certified 

Mr.  Miles  M.  Wilson.  Oeneial 
.Manafjer.  Industi’ial  .Sales  of  the 
l!aldwin-l nil  Company,  announced 
recently  that  the  company’s  insula¬ 
tion  products  have  (jualified  for  cer¬ 
tification  which  will  protect  the 
company  and  the  user  aKain.st  in¬ 
ferior  product'.  The  certification 
label  will  be  disjilayed  on  every  bajr 
of  H-H  No.  1  Insulating  Cement 
and  every  P-H  Hlanket  which 
leaves  the  Baldwin-Hill  Company's 
four  plants  at  Trenton,  N.  J., 


Huntinjrton,  Ind..  Kalamazoo, 
Mich.,  and  Temi)Ie  Texas. 

The  Baldwin-Hill  Comi)any  is 
authorized  to  u.se  a  certification 
label  on  the  Xo.  1  Cement  and 
Blanket  insulating  pioducts  for  ap- 
idication  at  i)ower  jilants,  retinei  ies, 
institutions  and  manufacturinK' 


Chicago  Home  Show  To 
Be  Held  Sept.  16-Oct.  7 

Oifranization  of  the  .Ith  annual 
Chicajroland  Home  and  Home  Fur- 
nishin<>s  Festival,  to  be  held  from 
.Sept.  It)  thru  Oct.  7,  was  under¬ 
taken  recently  by  the  Home  and 
Home  Furnishin>rs  Council  of  Chi- 
cajroland. 

Feature  of  the  annual  Festival 
is  the  public  display  of  between  ">(» 
and  7.5  new  homes  throughout 
Chicajroand  subui  bs,  many  of  them 
completely  furnished  by  Chicago 
and  suburban  furnituie  retailers, 
depai  tment  .stores,  and  other  fii'ins. 

A  sj)ecial  Home  and  Home  Fur¬ 
nish  in<rs  supplement  of  the  .Sunday 
Ti  ibune  devoted  to  news  and  adver- 
tisinji'  coveiaye  of  home  buildiii". 
home  fuinishinps  and  home  at)pli- 


ances  will  .sj)otli}rht  the  simulta¬ 
neous  openinji'  of  these  exhibits  on 
Sept.  It). 

*  *  * 

Ludman  Co.  Celebrates 
15th  Anniversary 

•A  uni(|ue  demonstration  of  pro- 
fiiessive  employei-employee  rcda- 
tions  was  displayed  when  over  7<M» 
employees  and  jjuests  of  the  Lud¬ 
man  Coijxuation,  manufacturers 
of  Auto-Lok  .Aluminum  .Awninjf 
Windows  and  Windo-Tite  Class 
Louvered  (jalousie)  windows  and 
doors,  jrathered  in  one  of  the 
woild’s  most  famous  theatre-res¬ 
taurants,  Copa  City  (Miami  Beach) 
on  Friday,  May  2.')th  to  celebrate 
their  l.‘)th  annivei.sary. 

('laude  Pepper,  former  Senator 
of  Florida:  Harold  Colee,  Vice- 
President  of  the  Florida  Chambei' 
of  Commerce;  .Andy  Custafsen, 
Coach  of  the  I’niversity  of  .Miami; 
Bob  Woodruff,  Coach  of  the  I'ni- 
veisity  of  Florida;  Kennard  John¬ 
son,  Ceneral  Manager  of  Miami 
Chamber  of  Commerce;  Jack  Bell, 
Miami  Herald  Columnist  and  .Au¬ 
thor;  and  mayors  from  all  sur- 
(('oiifitiiK  il  (III  Pdf/c  54) 


Robert  P.  Ludwit;.  vice  pres.  Heft)  and  Max  Hoffman,  pres,  (right)  of  the  Ludman 
Corp.  present  Miss  Auto-Lok  at  the  company's  15th  anniversary  celebration. 
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MANUFACTURERS  OF  ALUM-A-LITE  AND  ALUM-A-LEADER  COMBINATIOrj' 


- 


•  Genuine  Honduras  Mahogany 
Frame! 


•  Aluminum  Window  inserts! 


•  Self-Storing  —  Screen  and  Glass 
Inserts  Always  in  Place,  Ready 
for  Immediate  Use! 


Beautiful  Furniture  Finish! 


Easily  Installed! 


lATHER-PROOF 


)th  STREET  •  CLEVELAND,  OHIO  •  PHONE:  UTah  1-6300 


WINDOWS  AND  ALUM-A-LITE  "KANGAROO"  COMBINATION  DOORS' 
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Weather-Proof  Co.  Has  New 
Aluminum-Wood  Combination 

lU-volulionai  y  iti  flesi<;n  and 
const luction,  an  entirely  new  and 
dill'eient  coinl)ination  window,  the 
new  Alu-Mah-Lite,  has  just  been 
idaced  on  the  market  l)y  the 
W  eat  lie r- 1 ’roof  ('onipany. 

The  new  .Alu-.Mah-Iate  is  an  alu¬ 
minum  and  mahojiany  self-stoi'in*:' 
comliination  window.  coml)inin>i'  all 
the  advantages  of  both  aluminum 
and  w(»od.  The  window  frame  is 
constructed  throughout  of  jrenuine 
hoiiduras  malio<:any.  The  inserts 
are  made  (d'  aluminum  and  alumi¬ 
num  screi'ii  is  used  for  the  screen 
Insert.  The  new  .Mu-.Mah-l.ite  win¬ 
dow  will  l»e  shipjied  to  dealers  in 
knocked-down  form  and  is  easily 
assembled  in  dealers’  own  shops. 


-Manufacturers  claims  for  this 
new  window  are  eas.\’  installation. 
com|K‘titive  pricing;.  tlu‘  lastinfi' 
si-rvice  of  metal  plus  the  insulation 
and  beauty  of  tine  mahofrany.  The 
W’t'ather-I’roof  plant  is  already  in 
full  production  of  the  .Alu-Mah-Lite. 

Globe  Announces  New 
"Vertigrain"  Roofing  Shingle 

(’doin'  Kootiipr  Products  Co..  Inc. 
has  announced  an  exclusive  tech- 
ni(|Ue  called  "vei  tijrrain"  w  hich, 
applii'd  to  Dutch  l.ai).and  intei- 
lockinj;'  asphalt  shin.yles.  ^ives  new 


beaiitv  and  (‘ven  greater  customer 
apjieal  to  two  of  the  industry’s 
most  salable  ))roducts. 

The  enhancinjr  of  (’dobe’s  color 
line  throujrh  “vertijirain"  is  not 
the  product’s  only  featuie.  The 
vertical  lines  in  the  shinj;je  ju'ovide 
natural  channels  for  sheddinjr  rain 
and  meltin,';-  snows  (luickly.  d'e.sts 
are  now  undeiway  to  ju'ove  that 
this  pi'ocess  jrives  (dobe’s  Dutch 
Lap  and  "W  indlok”  mole  llexi- 
liilit.v  to  expand  and  contract  with 
temperature  changes. 


New  Paint  Can  Be 
Applied  Over  Rust 

PC.A-PMi.  a  new  |)cneiratmy  aiui 
sealiiifr  anti-rust  paint  which  can 
be  apiilied  richt  over  rusted  sur¬ 
faces.  is  announced  Ity  the  Paint 
Coi'iioration  id'  America. 

.'suitable  for  both  interior  and  ex¬ 
terior  use.  the  new  paint  is  reiaited 
to  be  e(iually  effective  in  ineventin-i 
rust  on  new  metal  or  stoi)i)in”  rust 
action  on  present  rusted  metal.  The 
manufacturer  advises  that  PC.A- 
PKI  can  be  aiiplied  ii<;ht  over  rust 
without  extensive  surface  iirejiai-a- 
tion  such  as  wire  brushin}>'.  scrap- 
injr  or  sand  blastinji'.  I'pon  ajiplica- 
tion.  it  penetrates  through  the  rust 


layei'  into  the  liase  metal  and  .seals 
the  surface  against  further  ru.sting. 
The  paint  is  suitable  foi-  either 
brush  or  sjiray  application. 

PC.A-KiO  is  fuinished  in  black 
only,  and  due  to  its  iH'iieti'ating 
characteristics,  should  be  used 
solely  as  a  “finish”  coat.  .A  comiian- 
ion  lu'oduct.  Pt'.A-KU  is  a  deal- 
jiaint.  eiiually  etfective  for  rust 
lirevention,  and  can  be  ])ainted  over 
with  any  standard  paint  of  any 
color. 

Leakproof  Aluminum 
Awning  Now  Available 

.A  new  type  of  all-weather  alu¬ 
minum  awning  called  “.Shieldall” 
now  being  produced  by  A'oungs- 
town  Industries.  Inc.  Piincipal  dif¬ 
ference  between  this  and  other 
tyjie  aluminum  aw  nings  is  the  leak- 
proof  construction  made  po.ssible 
by  a  special  system  of  interlocking 
panels  which  completely  block  the 
entrance  of  rain.  snow,  sleet,  etc., 
yet  allow  for  the  removal  of  heat 
through  pi'otected  outlets,  called 
(  himne\-  A’ents. 


."^hieldall  all-weather  i)ermanenl 
aluminum  awnings  are  custom- 
made  for  special  repuii’ements  or 
furnished  in  three  standard  sizes 
(  12”.  .Vi”  and  .■>(;”  w  idths)  that  give 
am])le  coverage  foi'  most  windows 
and  doois.  While  custom-made 
units  can  l)e  supplied  in  almost  any 
color  or  cond)ination  of  colors,  the 
,  tandard  sized  unit  is  available  in 
{Coiitiinii  (I  oil  Piiijt  41) 
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SElf-STORlMO  RWWOOD 

. .  Immimma 

Combinatm 

STORM  WINDOWS  "*7 


*  TOP  OUAUTY 

M,.e  thU  fost-senin,  win-.w  YOUR  ..-ey-.R.-R 

answer  ♦.  the  current  n.eta.  shortages.  Smartly  des.,ned  ^ 

. lit  to  S1,H  ORAER  stondards.  Solid  overloppln, 

pedwood  frame  has  carefully  ialued.  weather.ti,ht  cor-  e 

ners.  Inserts  ore  precision-made  for  perfect  fit  ond  c  ^  j^SSiMBlEO  OR 

be  interchanged  in  a  few  seconds.  KMOCKED-DOWM 


.y  IN  BUSINESS  FOB  TOUBSELF!  _  OBAEF  win 

ILP,  supply  ».»  with  . . in..- . . .  pS 

fg|}  .,«.»•  writ.  ..any  ter  . . 

GRAff^SoRM^wiNDOW^CO^  ^  *  t„H 

QRAtr  a  Write.  ».re.  or  Call 

,510  W  federal  ST.  YOUHGSTOW.^ - - 
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•  Exclusive  Franchised  Territories 

•  Patented  Exclusive  Equipment 

•  Ten  Years  of  Research 


te’s 

This  modern  way  to  resurface, 
after  years  of  research  develop¬ 
ment,  is  now  available.  Valuable 
franchise  rights  are  now  being 
granted  to  qualified,  sales-minded 
concerns. 

BELSONIZE  OFFERS 
NEW  HORIZONS 

•  Dramatic  Sales  Potentials 

•  As  Revolutionary  as  combination 
windows  were  12  years  ago. 

•  Profits  —  Profits  —  Profits 


And  Many  More  Attractive  Features 
The  word,  Belsonize,  describes  the  application  of  special  durable  plastic 
coatings  for  most  any  surface.  These  coatings  are  applied  in  a  variety  of 
textures  and  colors  with  automatic  low  pressure  equipment  replacing  old 
fashioned  methods. 

Write  or  Wire  for  More  Details 


BELSON  CO., 

Mam  Offices 
27  Mountain  W 

Worcester  6.  Mass.,  Phone  64391 


Inc. 

Laboratory 

70  Vesey  St  N  Y  N  Y. 


i  iif;  TK  un:: 

Winsulitc  IS  still  making  the  finest  alum.num  Combination  Storm 
Windows  end  Screens  on  the  morket  —  ond  our  dealers  ore  con 
tinuing  to  sell  them 

Of  course,  wc  ore  subject  to  cut-bocks  but  os  long  os  government 
tigulotions  permit  us  to  continue  producing  Winsulitc  Products,  we 
must,  in  all  fairness,  give  just  considerotion  to  our  established  dcolers 

As  o  pioneer  -n  the  aluminum  window  industry  we  have  been 
through  tough  periods  before,  and  ossurc  you  wc  will  come  through 
this  one  with  our  reputation  for  quotity  and  honesty  unmarred 

WE  INVITE  YOUR  INQUIRIES 

HY  KATZ,  President 


WINSULITE  MFG.  CO. 

717-29  N.  Central  Avenue  Baltimore  2,  Md. 

Phone:  EAstern  6868 


Sink  Frames 

(('onfimii  (I  from  Poge  14) 
Home  owners,  new  home  pros¬ 
pects,  architects  and  builders  think 
today  in  terms  of  functional  design 
as  basic  for  kitchen,  bathroom  and 
powder  room.  So  when  you  suggest 
the  idea  of  a  new  counter  vanity 
or  a  larger  kitchen  sink  top  to  your 
prospect,  you  will  he  doing  your 
customer  and  your.self  a  favor,  and 
make  a  TOP  i)rofit. 

The  clamp  down  frame  can  also 
he  easily  removed  and  replaced 
when  making  plumbing  repairs 
without  injuring  the  covering  ma¬ 
terial  or  the  frame. 


Aluminum  Stockpile 

(('oiitiiniril  from  Page  13) 
building  in  quantity  since  de¬ 
signs  and  planning  are  changed 
frequently  these  days? 

“.Aircraft  manufacturers  need 
more  than  a  6(1  day  inventory  but 
if  they  continue  to  order,  they 
wil  have  a  6  to  12  month  inven¬ 
tory.  One  gets  the  impression 
that  we  are  building  2  stockpiles 
— one  for  the  government  and 
one  in  aircraft  warehou.ses.” 
Certainly  an  investigation  of  the 
amount  of  aluminum  Iniing  stored 
by  the  aircraft  industry  is  in  or¬ 
der.  There  is  no  .sen.se  in  piling  up 
vast  surplu.ses  in  the  warehouses 
of  the  airplane  manufacturers  while 
thousands  of  small  fabricators 
and  their  dealers  are  forced  out  of 
business  for  lack  of  metal.  After 
World  War  II  a  few  si)eculators 
l)ought  up  all  the  surplus  aircraft 
aluminum  at  bargain  l)a.sement 
prices  and  sold  it  at  just  under  the 
market  j)rice.  .Are  we  about  to  re¬ 
peat  this  e.\|K“rience  again?  If  the 
aircraft  indu.stry  is  storing  an  ex¬ 
cessive  inventory  a  thorough  in¬ 
vestigation  might  result  in  more 
aluminum  for  civilian  industry  and 
relieve  some  of  the  pressure  on 
small  business. 

[  Outside  Venetian  Blinds  ^ 

'  / 

^  Read  About  Them  in  the  / 

I  August  J 

^  BUILDING  SPECIALTIES  / 


non-hardening— 
non-staining— 
adheres  to  any  surface 

Wiif9  for  fho  nome  of 
yovr  noorosf  diitributor 


CALBAR  PAINT  A  VARNISH  CO 

Monufocturors  of  Tochntcol  Products 

2612-26  N.  Martha  Street  *  Philadelphia  25,  Pa. 


BUILDING  SPECIALTIES 


COVERS  ALL  THE  IMPORTANT  SUBJECTS! 

By  subscribing  to  it  you  assure  yourself  of  keeping 
up-to-date  on  the  following:  better  selling  methods, 
iiistallotion  techniques,  management  details,  how 
to  sell  particular  specialties,  getting  and  holding 
good  salesmen,  advertising,  new  products,  and 
many  others.  Send  the  coupon  today!  Only  $3 
a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16,  N.  Y. 

Please  enter  my  subscription  to  BUILDING 
SPECIALTIES  at  S3.00  for  one  year, 
fj  Bill  me  for  this  amount. 

□  Enclosed  is  a  check  or  □  money  order. 


My  Name. 


Company . 


Address 


fioben  Feigcison 
RQb*rf»  Company 
Boltimoro,  Md. 


len  Golomb 

Doccrofivo  Mofols  Co. 
Piftsburgh,  Ponna.  j 


one  owi 

co«ttctM£*t^  4€nMce 
owi 


ALUMINUM  EXTRUSIONS 

Trimedge  aluminum  mouldings  play  a  vital 
role  in  the  construction  and  maintenance 
of  our  nation's  schools,  hospitals,  public 
institutions,  homes,  and  manufacturing  and 
retailing  organizations.  Like  our  fellow 
Trimedge  distributors  located  in  most  met¬ 
ropolitan  centers  throughout  the  country, 
we  are  proud  that  we  can  continue  to 
supply  this  essential  need  while  still  co¬ 
operating  fully  and  willingly  with  the  na¬ 
tion's  defense  efforts.  As  long  as  the 
necessary  raw  materials  are  made  avail¬ 
able  to  Trimedge,  we  are  confident  that 
the  finished  extrusions  will  be  shipped 
to  us  for  equitable  distribution  to  our 
valued  customers. 


TRIMEDGE,  INC* 

4021  MAHONING  AVE.,  YOUNGSTOWN  1.  OHIO 


State 
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BUILDING  SPECIALTIES 


GLAMOUR 

FOR 

DOORS 


GOLDEN  PROFITS 

FOR  YOU 

Sell  your  customers  these  profitoble 
and  attractive  Scroll-Etts  easily  in¬ 
stalled  on  METAL  or  WOOD 
SCREEN  DOORS  or  COMBINA¬ 
TIONS.  Finished  in  GLEAMING 
WHITE  enamel  or  SEMI-POLISHED 
ALUMINUM  .  .  .  packaged  com¬ 
plete  in  sets  with  mounting  screws 
ready  for  over-the-counter  sales  at 
retail  prices  from  $6.50  to  $15.00 
per  set. 

Write  for  trodc  discounts  and 
Bulletin  No  S'552 

Some  choice  territories  open  for  ogents,  write 
for  detOils. 


iBrau.x  art  Crafts 


BOX  262,  PITTSBURGH  30,  PA. 


Attic  Fans 

(('nutiinn  d  from  20) 

hou.se  by  the  desired  air  chaiiKt*- 
The  result  is  the  cubic  feet  per 
minute  moved,  and  a  certified  fan 
rated  to  deliver  this  CF.M  should 
be  used. 

The  XAFM-ASH  &  VK  method 
of  test  measures  the  actual  amount 
of  air  passing  throuKh  the  fan — 
thus  the  actual  amount  c.vliniisftd. 
For  attic  and  window  fan  ratiiiKs. 
the  NAF.M-ASH  &  \'K  method 
must  be  u.sed. 

The  Propeller  Fan  .Manufactur- 
ers’Association  "('ertified  Kating" 
label  on  a  nijrht  cooliuK  fan  j^uar- 
antees  that  the  fan  has  been  tested 
according  to  the  XAFM-ASH  & 
VK  exhaust  -  measuriiiK  method. 
Therefore,  assurance  is  given  that 
its  (T"M  rating  stands  for  the  ac¬ 
tual  amount  exhausted. 

Due  to  space  restrictions,  the 
di.scussion  of  attic  fan  installation 
must  necessarily  be  brief.  How¬ 
ever,  detailed  instructions  are 
available  from  suppliers  and  bul¬ 
letin  Xo.  52  available  from  Pro¬ 
peller  Fan  Manufacturers’  Associa¬ 
tion,  215fl  Guardian  Building.  De¬ 
troit  2f),  Michigan. 

Must  Know  Features 

In  order  to  share  in  the  profits, 
the  building  si)ecialties  dealer  must 
l)romote  the  benefits  of  fan  owner¬ 
ship.  He  must  know  the  1051  fea¬ 
tures  of  the  fans  he  is  handling  and 
what  each  type  will  do.  He  mu.st 
.see  to  it  that  he  is  well-su|)plied 
with  manufacturers’  promotional 
literature,  and  he  should  receive  all 
notices  of  newspaper,  magazine 
and  radio  advertising. 

To  .sell  attic  fans,  the  specialties 
dealer  should  emphasize  the  com¬ 
plete  cooling  comfort  that  a  fan 
gives  throughout  the  entire  house 
and  the  resultant  l)etter  health  of 
its  occupants.  He  should  sell  the 
fact  that  an  attic  fan  prevents 
moisture  from  spreading  and  that 
therefore  the  length  of  life  of  the 
house  is  increased  and  costly  re¬ 
pairs  eliminated.  He  should  em¬ 
phasize  the  attic  fan’s  long  life. 


NEW!  CUPOLA  ROOF  VENTILATORS 

Here's  one  Contractors  and  Homeowners 
have  been  searching  for.  A  welUproportioned 
CUPOLA  that  may  sold  at  half  the  cost 
of  the  usual  made-to-order  unit.  A  natural 
seller. 

Made  of  white  pine  with  metal  roofs.  May 
be  furnished  with  or  without  weathervanes. 
Ideal  ventilator  adjustable  to  most  every 
angle  roof.  2  sites:  21"  x  21"  x  26"  and 
31"  X  31"  X  36". 

Small  site  successfully  retailing  at  $33.00 
and  up.  Send  just  $20.38  and  sample  cupola 
will  be  shipped  prepaid  —  on  introductory 
offer.  Money  back  guarantee  if  not  satisfied. 
Add  $9.60  to  your  check  if  small  horse 
weathervane  is  desired. 

WM.  J.  SAMCOE  IRON  COMPANY 

Famous  for  iron  railings  for  over  20  yeors 


Oi  crlookcJ  Op  port  unit ) 
To  Sen  e? 


ALUMINUM  WINDOWS 
ALUMINUM  COMB.  WINDOWS 
ALUMINUM  COMB  DOORS 
ALUMINUM  SCREENS 
CASEMENT  PANELS 
BASEMENT  COMBINATIONS 
PORCH  ENCLOSURES 

KAUFMANN 

CORPORATION 

17210  Gable  Detroit  12.  Mich. 
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lonK-run  low  cost,  and  low  operat- 
injr  cost. 

In  .selling  attic  fans,  the  dealer 
should  focus  his  attention  on  mid¬ 
dle  and  upper  income  old  customers 
— reachinj^  them  through  per.sonal 
.solicitation  or  direct  mail,  or 
preferably  both. 

Building  contractors  and  archi¬ 
tects  should  be  contacted  in  order 
to  get  them  to  install  attic  fans 
during  the  construction  of  homes 
since  installation  is  .so  much  easier. 
With  an  estimated  billion  dol¬ 
lars  of  new  dwellings  going  up  in 
1951,  handlers  of  attic  fans  will 
find  .selling  the  building  trade 
profitable.  Convince  the  building 
trade  that  every  truly  modern 
home  must  have  cooling  and  venti¬ 
lating  equipment  and  that  there  is 
an  attic  fan  installation  possible 
for  most  situations.  Show  them 
that  the  added  .sales  appeal  of  an 
attic  fan  will  certainly  outbalance 
the  small  added  cost. 

In  Model  Homes 

And,  remember,  an  attic  fan  in¬ 
stalled  in  a  model  home  will  be  seen 
by  many  people  who  visit  these 
hou.ses  to  see  the  latest  innova¬ 
tions.  They  may  become  interested 
in  having  a  fan  for  their  own  home. 
Promotion  to  the  public  through 
builders  and  architects  would  be 
based  upon  the  economic  fact  that 
installation  in  a  home  under  con¬ 
struction  is  much  lower  than  when 
the  fan  is  installed  in  an  e.xisting 
structure. 

The  building  specialties  dealer 
can  become  an  excellent  outlet  for 
attic  fans  because  he  knows  con¬ 
struction  and  installation  i)ro- 
cedures;  he  has  contacts  with  those 
interested  in  making  their  homes 
more  comfortable;  he  has  contacts 
with  builders  and  architects  who — 
confronted  with  a  more  educated 
market — are  now  seeking  added 
appeals  that  will  make  the  .selling 
of  their  new  homes  easier. 

Full  .scale  promotion  means 
work,  but  it  is  work  which  will  be 
more  than  paid  for  in  greater 
profits. 


MAKE  A  GOOD  PRODUCT  EVEN  BETTER  .  .  . 


REXTRUDE^ 

SPLINE  &  GLAZING  CHANNEL 


Insures  the  superiority  of 
Screens  •  Windows  •  Combinations 


REXTRUOr  GLAZING  CHANNa 
IS  ENGINEERED  TO  SEAL  &  HOLD 
GLASS  IN  FRAME  ACTUALLY 
MAKES  IT  WEATHOPROOF. 


REXTRUDE^  SPLINE  HOLDS 
&  KEB*S  SCREEN  IN  FRAME 
—  AVAILABLE  IN 
SOLID  OR  TUBULAR 


1.  Rextrude*  spline  and  glazing  channel  is  the  quality 
product  of  the  industry  —  has  six  years  of  research 
and  experience  behind  it. 

2.  Rextrude*  is  perfect  for  use  in  screens,  windows, 
doors,  jalousies  in  addition  to  storm  windows. 

3.  Rextrude*  is  unaffected  by  sun,  rain,  ice,  or  heat, 
impervious  to  moisture  and  most  chemicals. 

4.  Rextrude*  spline  can  be  used  in  metal  or  wood  frames 
with  metal  or  plastic  screening.  Made  to  fit  required 
diameter  in  either  solid  or  tubular  form. 

5.  Rextrude*  glazing  channel  is  normally  made  on  a  cus¬ 
tom  basis  to  meet  particular  specifications. 

Write  today  for  descriptive  information,  samples  and  prices. 


The 

Dept.  A1 


REX 


'R#g.  U.  S.  P*t.  OH. 


CORPORATION 

51  Landsdowne  Street,  Cambridge  39,  Mass. 


DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE" 

Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

ImmcdiGte  Shipment  —  Lowest  Prices  *  Ask 
About  Kaiser  Shade  Screening  in  Aluminum 
Frames^Keeps  Rooms  Up  to  20  Degrees  CooUrt 

The  A.  W.  BARNHART  CO. 

138  HIGHLAND  STREET  •  PORT  CHESTER,  N.  Y. 
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When  you  sell  ELMONT  Doors  it's 
like  on  endless  chain.  Each  instal¬ 
lation  sells  another. 


ELMONT 

Aluminum 

STORM  —  SCREEN  DOORS 


ELMONT  DOORS  FEATURE 

Rigid  Construction 
High  Quality 
Lasting  Beauty 
Economy  Price 


ELMONT  offers  practical  features  that  customers  can  readily  see 
and  appreciate.  Separate  jamb  half  concealed  hinge.  One  Panel 
glass  and  screen  insert.  H  beam  main  frame.  Weatherstripped  jamb. 


Write  for  Full  Particulars 

ELMONT  MNNUFACTDRIN6  CO. 

575  HEMPSTEAD  TURNPIKE  ELMONT,  L  I.,  N.  Y. 

FLoral  Park  4-3620 


Watertight 


made  easy  by 
new  ARDEE  Clamp-Down 


With  the  new  self-sealing  ARDEE 
Sink  Frame  (clamp-down  type), 
you  always  get  a  permanent  water¬ 
tight  joint. 

Sink-top  coverings  can’t  pop  up 
at  the  edges  with  ARDEE.  It’s  hand¬ 
some  aluminum  (bright-finished  or 
anodized  to  order),  is  installed  in  a 
jiffy,  outlasts  the  sink-top  itself.  No 
need  to  scribe  perfectly  . . .  frame 
overlaps  covering  by  1/4".  And 
when  sink-top  or  bowl  repairs  are 
needed,  it’s  simple  to  unclamp  and 
lift  out  ARDEE. 

The  lugs  interlock  with  the 
frame  to  hold  the  sink  and  counter 
covering  securely  in  place,  (ardee 
comes  in  sizes  for  plywood  tops  of 


5/8",  3/4",  7/8",  1"  with  coverings 
from  1/32"  to  1/8".) 

Leading  kitchen  equipment  mak¬ 
ers  speed  assembly  and  improve 
their  product  with  ARDEE  Clamp- 
Down  Sink  Frames. 

FREE!  Catalog  and  price  list  of 
ARDEE  Clamp-Down  Sink  Frames 
(and  fold-down  type). 


Made  by  the  makers  at 
famous 


R.  O.  WMNft  CO.;  INC.,  Dept.  M ,  295  Kfth  Av«m»,  Mew  Yerk  t«,M*r 
R,  D.  Wenwr  Co.,  (Canada}  Ltd.,  Oafcaam,  Ontario 


10  Do's  and  Don  Vs 

(Continued  from  Page  15) 

contract  pad,  i)en,  etc.)  readily 
available  so  that  there  will  be  no 
“stage  waits”.  A  demon.stration 
should  go  smoothly  and  you  should 
completely  control  the  course  of  it. 

I  7.  DO  stress  and  he  enthusiastic 
about  irhat  a  harnain  Hour  product 
is,  .As  you’re  selling  a  “big  ticket” 
item,  the  contract  price  will  be  high 
— far  higher  than  most  purchases 
your  i)rospects  make.  Your  enthu- 
.siasm  will  be  the  big  factor  in  con¬ 
vincing  them  that  what  you  have  to 
offer  will  be  a  good  buy  for  them. 
If  you  don’t  act  like  your  price  is  a 
bargain,  who  el.se  will  ? 

8.  DO  sai'e  strouff  points,  illus¬ 
trations,  arguments  and  stories  for 
the  close.  The  be.st  runners  in  a  race 
always  try  to  save  a  final  burst  of 
energy  for  their  run  down  the  home 
stretch.  Poor  lunners  give  all 
they’ve  got  in  the  beginning  and 
then  have  nothing  left  when  the 
going  gets  tough.  Don’t  you  do  your 

!  best  selling  before  you  get  to  the 
close.  Save  .vour  be.st  for  the  time 
when  it  will  count  the  most. 

I'se  .Movement 

9.  DO  use  movement,  word  pic¬ 
tures  and  drama  in  pour  demonstra¬ 
tion.  A  good  actor  doesn’t  sit  life- 
le.ssly  in  a  chair  and  spout  his  lines. 
A  good  |)laywright  doesn’t  widte 
tho.se  lines  without  sparkle.  You  are 
both  an  actor  and  a  playwright  as 
you  demonstrate.  Let  movement 
keep  your  audience  attentive.  Let 
woid  pictuies  show  your  audience 
what  they  will  gain  by  their  buying 
decision.  A’ou  can  .say,  “Mr.  .Jones 
these  windows  will  save  you  a  lot  of 
work”.  But  how  much  better  it  is  if 
you  tell  him,  “Mr.  .Jones,  next 
Sjjring  won’t  you  get  a  big  kick  out 
of  watching  your  neighbors  wre.stle 
with  their  ladders  j)utting  up  their 
.screens,  while  you  sit  by  and  laugh 
at  them  becau.se  you’ll  be  able  to 
change  to  screens  from  inside  your 
home  with  no  mu.ss,  no  fuss  and  all 
dres.sed  up  in  a  tuxedo,  if  you  want 
to;  they’re  that  ea.sy  to  shift.” 
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10.  DO  jjicture  nonr.self  as  a  sar- 
fcss/itl  salesman  irith  canlideace, 
kiKnrUihje  and  assurance.  Succet^s 
breeds  success.  When  you  act  suc¬ 
cessful  your  prospects  will  know 
that  you  have  sold  youi'  product  to 
many  other  homeowners.  They’ll 
know  that  others  have  liked  what 
you  have  to  .sell  and  that  will  help 
them  make  their  decision.  The  exhi¬ 
bition  of  your  knowledge  will  show 
that  you  know  your  business  and 
that  will  create  confidence  in  you. 
.And  few  .sales  are  made  without 
confidence  in  the  salesman  and  his 
company.  With  your  confidence  and 
knowledge  comes  assurance.  Of 
course,  there’s  no  doubt  in  your 
mind  that  they  will  buy  as  soon  as 
they  know  what  your  product  will 
do  for  them.  It’s  up  to  you  to  act 
as  though  you  never  lost  a  sale  and, 
when  you  act  that  way,  you’ll  lose 
far  less.  The  question  is  not  if  your 
prospect  will  buy.  The  question,  as 
far  as  your  attitude  is  concerned,  is 
leheu  your  product  will  l)e  installed. 
THE  TEN  “DONT’S”: 

1.  DON'T  take  a  u'oman  not  in¬ 
terested  as  final.  Without  asking  the 
question  in  so  many  words,  find  out 
why  she  thinks  she’s  not  interested. 
Of  course  she’s  not  interested  until 
you  make  her  interested.  Too  many 
women  say  they  are  not  interested 
when  they  don’t  even  know  what 
they’re  not  interested  in. 

(’anvass  .All  Homes 

2.  DON'T  i>ass  a  house  or  build- 
in!/  bji.  Your  job,  as  you  canvass,  is 
to  hit  all  homes.  Your  company  ex¬ 
pects  you  to  and  your  bank  balance 
recjuires  that  you  do.  Don’t  forget: 
it’s  the  hou.se  that  looks  like  it  needs 
a  coat  of  paint  moi  e  than  your  i)rod- 
uct  which  holds  prospects  who  are 
often  the  easiest  .sales  to  make.  Look 
where  most  of  the  television  an¬ 
tennas  are.  They  are  on  homes 
which  often  look  as  though  they 
might  topjile  over  with  that  much 
additional  weight.  You  can’t  judge 
a  book  or  a  home  by  its  cover.  Hit 
’em  all. 

.3.  DON'T  miss  calling  back  on 
"not  homes.”  Same  idea  as  No.  2. 

(Continued  on  Page  33) 
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Are  ALL-WAYS  Right.. .For  Every  Building, 

Old  or  New!... but  especially  RIGHT  for  alert 
dealers  who  aim  to  get  their  share  of  the 
rapidly  expanding  and  highly  profitable  market 
opened  up  by  WINDO-TITE... these  ultra  modern 

all-purpose  windows.  Their  sales  appeal,  fast  turnover 
and  good  profits  have  made  them  among  the  fastest  selling, 
glass  louvered  (jalousie)  windows  in  the  country. 


Designed  and  produced  by  men  who  really  know  windows  ~ 

WINDO-TITE  has  endless  applications... windows,  doors, 
the  making  of  "extra”  rooms,  porch  enclosures,  store  front 

ventilators,  hospitals  and  schools.  Architects  and  owners 
alike  praise  their  modern  beauty,  utility  and  durability. 

Market-tested  range  of  standard  and  custom  sizes, 
with  removable  inside  screens  and  storm  sash,  makes 
it  easy  for  you  to  get  in  on  more  jobs.  Simple, 
speedy  installation  saves  you  time  and  money. 


L  U  D  M  A  N  Corpora  turn 


DEPT.  BS-7a  P.O.  BOX  4541  MIAMI.  FLORIDA 


Manufacturers  of  nationally  knou  n 

AUTO-LOK  ALUMINUM  AND  WOOD  AWNING  WINDOWS 


Soles  come  cosy  with  FXCELUM  windows  be- 
ro-i^c  you're  selling  top  quolity.  Engineered 
from  th?  finest  extruded  aluminum,  they  hove 
ol  m  noted  service  colls.  Soles  resistonce  melts 
when  vou  show  EXCELUM's  exclusive  feotures 
and  rigid  construction. 


Cxcelum 


COMBINATION 

ALUMINUM 


DOORS 


WrHt  for  Doiall*  of  Our  Distributor  KD  PLAN, 
tuclusiro  ^orritorios. 


Jamaica  Sash  &  Door  Co. 


1655  Jericho  Turnpike. 
New  Hyde  Pork.  L.  I 


iExtelum 


Triple  Track 


—Combination  WINDOWS 
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WeaiherTiie's 

W^IES  GETTER 


Note 

the 

NEW 

Picture 

Frame 

Style! 


Here  s  NX  EATHER-TITE  S  new, 
improved,  eye-appealing  combina¬ 
tion  window.  All  the  time  tested  ad¬ 
vantages  that  have  made  NX’EATHER- 
TITE  famous  for  easy  profitable 
sales — plus  the  beautiful  new  picture 
frame  style  molding  that  will  add 
glamour  to  any  home. 

•  Finatt  kiln-driad  Californio 

Rodwood  .  .  . 

•  Built-in  vontilolor  at  no 

tro  chorgo  .  .  . 

•  EotiasI  of  oil  to  inttoll  .  .  . 

•  Thro*  wook  maximum  da- 

livary  .  .  . 

•  Atfrocliva  mots  and  aolav 

oidt  to  incraova  your 

profits. 

Get  on  the  Profit  Hand  Wagtin!  Get 
NX  EATHER-rn  E,  the  Combination 
NX'indows  and  Doors  that  have  all 
the  features.  Dealer  franchises  are 
still  available  in  cities  where  we  are 
not  now  represented. 

WRITE  •  WIRE  •  PHONE 


Weaiher-Tiee 

1859  East  63rd  Street 
Cleveland  3,  Ohio 
Express  1-2816 


HOW  TO  DO  //■ 


Stained  Shingles 

Q. — While  paintinyr  my  outside 
window  frames,  the  painters  let 
drops  of  paint  fall  on  the  asbestos 
shinjrles.  Can  you  advise  me  hoNN- 
the  stains  can  be  removed?  J.  G., 
Farmintfdale. 

A. — W’et  paint  spots  on  asbestos 
shiiiKles  can  be  removed  by  care¬ 
fully  Nvipinjr  the  spots  Nvith  a  cloth 
soaked  in  tunfentine  or  other  paint 
thinner.  Dry  paint  spots  can  be 
.scraped  off  with  a  knife  blade  and 
(hen  Nviped  Nvith  a  cloth  Nvet  Nvith 
paint  thinner. 

Sfusday 

*  ♦  * 

'  Cleaning  Rust 

A  steel  carpenter's  .scjuare  Nvhich 
has  become  rusty  from  use  in  wet 
weather  can  be  cleaned  by  rubbinjr 
it  with  dry  cement. 

«  fp  « 


How  to  Sand  Curved 
Surfaces  Quickly 


The  (piickest  way  to  sand  curved 
or  irregular  Nvood  surfaces  is  Nvith 
an  electric  drill  and  a  di.scarded 
awl.  Wrai)  a  6-inch-.square  piece  of 
emery  cloth  tifThtly  around  the 
handle  of  aNvl  and  hold  it  in  place 
by  wrapjiiiiK  Nvire  ai'ound  handle. 
.An  inch  or  tNvo  of  the  awl  point  is 
cut  off  so  it  can  be  held  more 
.securely  in  the  drill  chuck.  In  use 
start  the  drill  and  tilt  tVom  side  to 
side  while  ai)i)lyinjr  pressure  at  the 


.same  time.  The  emery  cloth  can  be 
quickly  replaced.  —  Submitted  by 
Herbert  E.  P'ey,  Nexv  Brainfels, 
Texas. 

Amcriian  Builder 

*  * 

Multiple-Purpose  Hammer 


The  more  purposes  a  tool  can  be 
used  for,  the  more  helpful  it  is  to 
the  home  craftsman.  Here  is  an 
idea  for  adapting  a  standard  cIhnv 
hammer  .so  that  it  can  lie  used  to 
pull  small  nails  and  tacks  as  Nvell 
as  larjre  nails.  File  a  small  claNV  in 
the  end  of  one  of  the  lar^e  claws, 
as  shoNvn  in  the  sketch.  The  small 
claNV  al.so  is  helpful  in  pullinjr  nails 
from  hard-to-reach  places. 

*  Hfi  He 


Adding  a  level-equalizer  attach¬ 
ment  permits  ladders  to  be  .solidly 
based  on  hillsides,  stairways  or 
other  uneven  surfaces.  Consisting 
of  two  interconnected  hydraulic 
units,  it  alloNvs  oil  to  Honv  fi'om  one 
le>r  to  the  other  to  compen.sate  for 
heijrht  differences.  A  valve,  easily 
operated  by  foot,  locks  the  ladder 
into  any  desired  position.  The  steel 
attachment.  NveijrhiiiK  only  six 
(lounds,  supports  500  pounds  and 
can  be  installed  on  any  type  ladder, 
wood  or  metal.  A  ball-and-.socket 
shoe  that  can  be  tiijped  on  end  for 
ice.  slippery  asphalt  or  soft  frround 
also  helps  conform  to  irrejrularities. 


Ladder-Leg  Equalizer 


I 
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10  Do's  and  Don't's 

(ViiiitiniK'd  fnnn  Pane  31) 

Fill  in  the  ‘iml  ^^ales  will  come 
from  them. 

4.  DOX'T  make  a  (h  aioaxtrafioa 
iniless  all  interested  nersans  are 
liresent.  Many  a  .sale  is  lo.st  becaii.se 
the  salesman  didn’t  insi.st  that 
Ciiandma  come  down  and  liear  his 
story.  Turns  out  every  time  tliat 
Grandma  holds  the  purse  .strings. 
.And  don't  start  the  demonstiation 
when  somebody  says,  “Go  on  ahead  : 
I’ll  be  in  in  a  minute."  When  that 
Kuy  or  jral  does  come  in  the  room, 
your  .story  will  be  interrupted  and 
you  may  never  K<?t  Roinjj  aRain. 
SellinR  a  buildinR  specialty,  you  are 
buildiiiR  a  sale  and  you  can’t  build 
anythiriR  if  somebody  keeps  kick- 
iiiR  the  foundation  down. 

5.  DOS’T  (live  the  iiriee  of  one 
irindoir,  one  aieninii,  one  kitchen 
cabinet,  etc.  You  are  .selliiiR  a  home 
improvement  at  a  contract  price  for 
the  job  installed.  Don’t  Ret  sucked 
in  to  RiviiiR  the  price  of  one  item. 
Every  prospect  seems  to  think  it 
ouRht  to  cost  a  dollar  ninety-eiRht. 
You’re  not  selliiiR  merchandi.se: 
you’re  .selliiiR  home  comfort.  So  sell 
home  comfort  and  don’t  let  yourself 
Ret  into  an  arRument  as  to  whether 
the  materials  in  one  item  add  uj)  to 
enouRh  to  justify  the  jirice  for  that 
item.  Do  it  and  you’ll  lo.se. 

Frame  of  Mind 

6.  DOX'T  leave  a  house  irith  the 
intention  of  cotninf/  hack  after  a 
demonstration.  The  worst  thiiiR  you 
can  do  to  your  frame  of  mind  is  to 
tell  yourself  that,  if  you  don’t  make 
the  sale  toniRht,  maybe  you  can  Ret 
it  next  time  you  .see  them.  Tell  your- 
.self  that  this  is  RoiriR  to  be  the  la.st 
time  you’ll  see  these  people.  This  is 
your  only  chance.  Then  you’ll  Rive 
all  you’ve  Rot. 

7.  DOX'T  he  .satisfied  irith  the 
leads  jiou  have.  Always  keep  ))1ur- 
RinR.  Ju.st  when  you  think  you’re  a 
few  leads  ahead,  they’ll  all  melt 
away.  Get  swamped  with  leads.  You 
just  can’t  Ret  too  many. 

(Continued  on  Pane  34) 


Schumacher's  brand-new, 


grand-selling 


[m-REDDY 

COMBINATION 


Here's  o  comblnotion  window  that  s  just  right 
for  today's  selling  requirements.  Check  these 
features,  and  you'll  quickly  see  why  EVER 
REODY's  a  good  bet  to  be  the  best-selling 
combination  window  you  ever  handled! 

•  Made  of  clear,  kiln-dried  Redwood. 

•  Foctory-assembled  complete  w*th  codimum* 
ploted  hordware. 

•  Single-trock  window  .  .  .  includes  frames  and 
inserts. 

•  Easy,  tow-cost  instollation. 

•  Competitively-priced. 

•  Mode  by  Schumacher  —  that  means  quolity 
construction  throughout. 

•  Backed  by  Schumacher's  strong  merchon- 
dising  program. 

These  features  and  more  moke  EVER-REDOY 
a  great  new  source  of  combination  window 
sales  for  you.  And  you  can  count  on  Schu¬ 
macher's  usually  fost  delivery  plus  the  avail¬ 
ability  of  high  quality  Schumacher  combination 
doors.  These  doys,  that  s  more  importont  then 
ever* 

Write  for  complete  details  on  EVER-REDDY! 
It's  a  sure  winner,  and  with  a  winner,  you  can't 
lose! 


iim«jiiii.'.miU:B!i 

Hartville,  Ohio 


That's  our  business  —  beautifying  bath¬ 
rooms  and  enhancing  the  value  of  Ameri¬ 
can  homes.  Because  we  think  of  our 
products,  shower  doors  and  tub  encio 
sures,  in  these  terms,  we  hove  been  suc¬ 
cessful.  Successful  in  giving  the  overage 
homeowner  real  value  in  a  lifetime  of 
comfort,  satisfaction  and  service.  Success¬ 
ful  in  marketing  our  products  through 
reliable,  well-organized  outlets  —  people 
with  whom  It  is  a  pleasure  to  do  business. 
Although  restrictions  might  temporarily 
retard  production,  the  quality  of  our 
shower  doors  and  tub  enclosures  will 
olways  be  the  finest  in  America. 


and 

BATHROOM 


or  AMCRICA 

^3  PeecKtr*#  Sfr*e«.  N.  f.  AHeiiSe  S.  0«. 


Our  patented  Adjustable 
Jambs  guarantee  easy  in¬ 
stallation  and  perfect  fit. 


£ 
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HUMPHREY 


ALUMINUM 
COMBINATION 
STORM  WINDOWS 
and  SCREENS 


WORE 

HEALIHFUl 

LIVING 

WEAIHER 
PROIECIION 
FOR  FAMIIV 
AND  HOME 


Check  These  Features 


•  Beautiful  Slender  Frames 

•  Self-Storing,  No  Chang- 

ing 

•  New  "Tension  Sealed" 

Construction 

•  Permanent 

•  Made  To  Order 

•  Easy  To  Operate 

A  FEW  TERRITORIES  NOW  OPEN  IN 
CENTRAL  AND  MIDWESTERN  STATES 

KD  Dealerj . S8.73  (24  x  24) 

Fabricators . $5.94  (24  x  24) 

(Irtcludes  Everything  But  Class) 
Fabrication  requires  8-inch  bench  saw,  I 
$43.50  special  tooling,  miscellaneous  ta*  | 
bles.  etc.  lineal  stock  will  make  an/  size 
window. 

''Tension  Sealed'*  Channel*  are  pro* 
dueed  on  our  own  Yoder  Roll*forming 

Mills. 

You  ore  protected  with  Humphrey's  new 
"Tension  Sealed"  Redwood  Unit,  if  and 
when  a  change  is  necessary. 

Our  field  representatives  are  available 
for  personal  interviews,  future  service, 
production  and  sales  promotional  work. 

"THOUSANDS  Of  SATISflED  USERS" 


PRODUCTS,  INC. 

719  E.  ZIMMERIY.  WICHITA  II,  KAN. 
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10  Do's  and  Don't's 

(ConfiniK (I  from  Poffc  33) 

8.  DOX’T  fail  to  hr  (it  i/oiir  first 
door  (it  a. -JO  P.M.  Many  people  get 
through  dinner  by  then.  Hit  the 
jieojile  you  can  see  early  and  then 
you’ll  have  time  for  that  extra  dem- 
on.stration — the  one  that  will  mean 
the  extra  sale,  the  extra  check  in 
your  pocket. 

9.  DOX’T  stop  irorkiiKj  Kutil 
1<J:00  P.M.  or  until  pour  prospect’s 
Uphts  are  oat.  If  you  make  a  sale  on 
that  first  evening  call,  don’t  .say, 
"Well,  that’s  a  good  day’s  work”.  Go 
on  to  your  next  lead.  Hit  ’em  when 
you’re  hot  becau.se  tomorrow  may 
be  a  blank. 

lb.  DOX’T  blame  the  hasiaess 
a-hea  poa  don’t  sell — blame  ponrself 
and  discorer  ponr  failinps.  The 
ea.sy  way  out  when  the  sale  does  not 
close  is  to  say  that  business  is  off. 
For  good  .salesmen  business  is  never 
off.  That’s  why  .selling  is  the  best 
job  in  the  world.  It’s  all  up  to  you. 


B.  S.  Reporter 

(Continned  from  Pape  21) 

rounding  cities  toa.sted  the  com¬ 
pany  that  overcame  obstacle  after 
oh.stacle  to  become  the  national 
leaders  in  their  industry. 

Now  employing  over  3b0  people 
with  distriliution  in  1.")  of  the  18 
states  and  international  countries, 
the  I.udman  Corporation  has  suc¬ 
ceeded  in  pointing  the  way  for 
other  major  industries  to  exploit 
the  ideal  Floridian  climatic  and 
living  conditions  to  develop  ideal 
industrial  relations  with  their  em¬ 
ployees. 

i|i  «  * 

Steelcrait  Adds  Steel 
Bldg.  Div.  of  Stefco 

Acquisition  of  the  Steel  building 
Division  of  the  Stefco  .Steel  ('om- 
pany,  Michigan  City.  Indiana,  by 
The  Steelcraft  Manufacturing  Com- 
jiany,  Kossmoyne,  was  announced 
recently  by  A1  Levinson,  President 
of  Steelcraft,  and  his  two  sons, 
('harles  and  Robert. 

(Continned  on  Pape  40) 


WANTED 

.  .  .  but  not  immediately 

Additional  distributors  as  loyal,  co¬ 
operative  and  encouraging  as  the 
present  distributors  of  Arlite  Alumi¬ 
num  Triple-Track  Combination  Win¬ 
dows  may  soon  be  needed.  These 
present  distributors  stood  by  Arlite 
during  the  recent  aluminum  short¬ 
age.  and  Arlite  pledges  to  repay 
this  loyalty  by  allocating  to  them 
its  entire  production  of  windows 
until  the  aluminum  supply  increases 
still  further. 

But  then  —  and  then  only  —  Arlite 
will  welcome  additional  distribu¬ 
tors.  If  you  wish  to  join  this  present 
group  of  high-caliber  distributors, 
please  write  us.  We  will  be  glad 
to  send  you  the  Arlite  Comparison 
Chart  and  other  important  infor¬ 
mation.  Write,"  and  let's  talk  it 
over  now. 

ARIITE  INDUSTRIES,  INC. 

215  Parkhurst  Street 
Newark  5,  N.  J. 


COAT 

BEFORE 


EXCLUSIVE 

irAROSHEEM  g 


PROCESS 

.  .  .  coats  aluminum  or  steel  by  the  mile. 
Produces  a  finish  that  will  not  crack. 
cra^c.  chip,  peel  or  chalk.  Outlasts  all 
others  in  scientific  Wcatherometer  tests. 


We  also  do  forming, 
slitting  and  shearing 

S'OTF:  li  e  cunmtt  guarantee  an 
ine.\hau.\tihle  supply  of  filher 
steel  or  aluminum.  However,  we 
Q'dX\  guarantee  l(H)^>f  service  in  pro* 
cessing  and  coating  your  metal. 
Since  metuls  are  scarce,  pul  yours  to 
the  best  use.  Ciive  them  the  best  possi¬ 
ble  coatin^E  and  make  the  best  possible 
profit. 

Ask  for  details 

ARROW  METAL  PRODUCTS  Corp. 

Third  Avtnue,  Hosliell,  N.  J. 
Pompton  lak*>  7-1820 


July,  1951 


35 


Man-Made  Stone 


(Continued  from  Page  17) 


ary  clapboards.  Moreover,  where 
a  number  of  homes  are  being  built 
or  in  a  large  scale  project  there  are 
infinite  possibilities  of  variety  by 
combining  stone  veneer  with  clap¬ 
boards,  asbestos  shingles,  and 
many  others  thus  avoiding  the 
monotony  which  .so  infrequently 
occurs  in  the  larger  building 
projects. 

It  is  much  easier  to  .sell  a  group 
of  homes  when  the  individual 
hou.ses  have  considerably  different 
exteriors  from  each  other  and  the 
sales  minded  dealer  can  easily  put 
this  point  acro.ss  to  the  contractor. 

Man-made  stone  veneers  are  al- 
read.v  being  used  extensively  in 
new  and  old  construction  for  in¬ 
teriors  as  well  as  exteriors.  Thou.s- 
ands  of  stoi’es,  restaurants,  and 
bars  are  being  remodeled  and  this 
veneer  is  frequently  u.sed  for  the 
front  of  the  building  and  continued 
along  one  or  more  of  the  interior 
walls.  Sometimes  it  is  u.sed  along 
the  front  of  the  bar  in  a  bar  and 
grill,  (’ontractors  who  build  new 
stores  faced  with  stone  type  veneer 
find  that  merchants  are  eager  to 
move  into  them  becau.se  a  building 
that  looks  hand.some  and  different 
from  others  attracts  trade. 

Many  architects  like  to  u.se  stone 
for  the  entire  intei'ior  surface  of 
the  wall  in  which  the  fireplace  is 
located.  This  treatment  which  has 
become  very  common  in  moderni.s- 
tic  architecture  is  often  applied  to 
a  large  living  room.  Here  again 
stone  type  veneer  is  much  cheaper 
and  ju.st  as  effective.  Finished  base¬ 
ments  and  playrooms  are  often 
completely  finished  in  this  way. 
Sometimes  two  end  walls  will  be 
(Continued  on  Page  36) 


I  “Kitchen  Fans  Are  » 

I  Profit  Makers"  | 

i  Read  This  Important  I 
I  Article  in  the  August  I 
\  BUILDING  SPECIALTIES  \  , 


SELL 


*  t  P  R  0  V  t  ® 


Selling  ond  instolling  weather- 
stripped  Jalousies  pays  off  in 
porch  enclosure,  breeiewoy,  win¬ 
dow,  and  door  installations.  This 
new  nationally  advertised  build¬ 
ing  product  incorporates  easy-to- 
install,  easy-to-use.  Jalousie  hard¬ 
ware  with  glass  or  wood  slots, 
integral  hordwore  is  by  Win- 
Dor",  famous  for  quality  products 
for  more  than  forty  years. 


Everywhere  the  idea  of  protected  enclosures  is  taking  on  fast.  Every¬ 
where  old  and  new  home  owners  buy  on  demonstration.  Everywhere 
architects  ore  specifying  Jalousie  equipment  which  is  instantly  adjust¬ 
able  from  full  90°  ventilating  openings  to  weather-tight  enclosures, 
automatically  locked  in  any  position.  Write  today  for  full  information 
about  this  non-competitive,  profitable  business. 


THE  CASEMENT  HARDWARE  CO. 

D*pt.  B  M  406  No  Wood  Street  Chicago  22,  Illinois 


When  you  sell  "4  STAR”  KEYSTONE  products, 
H’s  like  on  endless  chain . . .  each  installation 
sells  another ...  price  meets  any  competition  I 


tecoffMfed 

N«rferM//y 
with  Hie  Besrl 


We  challenge  comparison  with  any  aluminum 
storm-screen  Doors  and  Windows  for  all  four 
star  features: 

■k  Permanent  Construction  k  Usable  Features 
★  Distinguishable  Quality  k  Economy  Price 

Keysfon*  offers  practical  features  that  customers  can  read* 
ily  see  and  appreciate.  Sturdy,  balanced,  clear  vision  door 
construction  with  full  length  piono  type  hinge  which  elimi¬ 
nates  mortising.  Door  can  be  had  with  or  without  jamb. 
Self-storing,  TRIPLE  ACTION  Windows  with  special  venti¬ 
lating  louvers.  Adjustable  closure  strip  for  perfect  Ntting. 
Ail  glass  glazed  in  plastic  for  easy  replacement.  Yes,  low  in- 
stoHotion  cost  plus  no  after  headaches  means  MORE  PROFITS! 

PROMPT  DILIVIRY  e  ASSEMBLY  PLANTS  COAST  TO  COAST 


i  h-\ 

K 

E YSTONE 

A  L 

LOYS  COMPANY 

LATROBE,  PA. 

Wire, 

Phone  or  Mail  Coupon  NOW! 

KEYSTONE  AUOYS  CO 
Na’KKial  $*i«s  Off»ce. 

Btdg  .  P'Uibufph  22.  Fa 
Se'td  co'nplcte  >niermai>ori  We  a'e  i 
O  0>ti'it>u'orvh>p  Q  DealecvNp 


n 
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itnsH 

CUSTOMERS 

are  weathering  the  aluminum 
shortage  with  quality  products 
.  .  .  merchandising  aids  .  .  .  and 
friendly  factory  cooperation. 

•  ALUMINUM 
COMBINATION  WINDOW 

•  ALUMINUM 
COMBINATION  DOOR 

•  WOOD 

COMBINATION  WINDOW 

•  WOOD  COMBINATION  DOOR 


NEW  INQI  IKIKS  INVITED 


Nash  Manufacturing  Co. 

LONG  BRANCH,  N.  J. 

Ifept  ndithle  Products  Since  1*>2" 
BR  \N(  HES:  Newark,  N.  J. 

Baltimore 

Philadelphia 


NEW  DRAFTITE 
GASKET  SEALS 

METAL  CASEMENT  WINDOWS 


• 

SUMMER 

MONEY¬ 

MAKER 

• 

SURE¬ 
FIRE  FOR 
OPENING 
UP 

PROSPECTS 
FOR  STORM 
WINOOWS 

• 


Simple,  effective  weather  strip  for  metal  cosements. 
Stops  drofts,  leaks.  Money  bock  guorantee.  Write 
for  trial  order.  Dealers  wanted. 

DRAFTITE  PRODUCTS  CO. 

6  CANTERBURY  DRIVE  DAYTON  9,  OHIO 


I'm  an  interested  dealer  Pkasc  send  $10  00 
trial  order  Droftits  for  16-  3  light  high  vents 
Or  12 — 4  light  high  vents 

(Retails  SI8  00^  Check  or  money  order 
herewith 

Nome 

Address 


Man-Made  Stone 

(Continued  from  Page  3.5) 

(lone  and  the  other  two  may  be  fin- 
i'hed  in  plaster  or  wood  panel.s. 

If  voii  are  now  .sellinjr  some  other 
type  of  sidinjT  in  which  comiietition 
in  your  area  is  particularly  keen 
you  may  be  able  to  Kt't  more  jirofit 
out  of  the  job  by  combininjr  the 
sidinjr  the  cu.stomer  wants  with 
stone  type  veneer.  Thus  you  will 
make  a  good  profit  on  the  .stone 
veneer  plus  whatever  marjrin  you 
normally  make  on  the  other  sidinfj. 

Finally,  there  is  al.so  the  very 
important  consideration  that  there 
is  no  shortajje  of  the  materials  that 
jro  into  the  makinj;:  of  this  veneer. 
You  don’t  need  to  let  the  crack 
sales  staff  that  you  have  spent  .so 
many  years  buildin>r  up  drift  away 
from  you. 

Application  is  simple  and  your 
mechanics  can  be  trained  for  the 
work  in  about  three  days.  A 
.scratch  coat  is  applied  over  wire 
mesh  and  allowed  to  cure  for  about 
two  days.  The  stones  are  formed 
in  individual  molds  and  then  ap¬ 
plied  to  the  .scratch  coat.  An  aver¬ 
age  job  takes  about  4  days.  The 
materials  used  is  low  in  cost  and 
very  little  equipment  is  needed. 
The  tir.st  job  will  easily  pay  for  the 
cost  of  all  the  equipment. 


100  Leads  a  Week 

{('onfinned  from  Pngi  18) 
came. 

Once  a  week  Carner  ^o)es  over  all 
the  leads  witli  the  different  sales¬ 
men  who  have  received  them. 
The  .salesman  wlio  doesn’t  follow 
throuy:h  on  his  leads  is  not  ^iven 
any  more  until  he  does. 

"You  have  K<»t  to  jrive  the  tele- 
piione  cainassers  full  cooperation. 
They  have  to  know  that  leads  are 
l)ein<r  followed  up.  W’e  repoit  every 
sale  made  to  the  canvassers  at  once. 
That  steams  them  up.  Our  top  can- 
vas.ser  makes  itetween  $65  and  $75 
a  week  and  the  other  three  are  usu¬ 
ally  above  $50.  All  of  them  call  the 


Quick  Sellers 

For  Homes 

Here  are  some  items  that  every  house¬ 
holder  wants  and  they  are  sold  to  you 
so  you  con  moke  o  good  profit. 

Outdoor  Post 
Lantern 

Ready  for  assem¬ 
bly.  Cost  alumi¬ 
num,  dead  block 
finish,  knob  and 
catch  in  brass. 
Rust  proof. 


Special  soles  package  ...  6  Lanterns  —  | 
$39.  and  6  Assorted  Markers  (Horse,  i 
Sulky  Racer,  Sailboat,  Birds,  Boy  &  Dog,  !l 
Hunter  &  Dog)  —  $12.  ^ 

Send  your  order  now  to  avoid  shortages, 
or  write  for  catalog.  Distributors,  write 

for  information  and  discounts. 

RAYDON  MFG.  CO. 

1113  Main  St.  Fitchburg,  Moss. 


PROMPT  DELIVERY  for  “0.0.”s 


House 

Markers 


Cost  aluminum, 
finished  in  beauti¬ 
ful  antique  black, 
six  designs. 


ALUMINUM  EXTRUSIONS 


ROLL  FORMED  SHAPES 


You  can  get  prompt  delivery  of  “custom” 
shapes  in  extruded  aluminum,  as  well  as 
roll  formed  aluminum,  stainless  steel,  brass, 
etc.,  manufactured  to  your  exact  specitics- 
tions.  Full  production  facilities,  including 
tool  and  die  making,  secondary  operations— 
bending,  drilling,  punching,  cutting,  counter 
sinking  and  welding.  Finishes— as  extruded, 
polished  or  anodized. 

Send  specifications,  plus  data  on  quan 
tity,  finish,  length,  etc. 

Write  for  complete  brochure. 

R.  D.  WERNER  CO.,  Inc. 

Dept.  BS 

295  fitth  Avenue  New  York  16,  N.  Y. 
Phone  MU.  6-2595 
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‘outs’  between  7:00  and  8:00  P.M. 
We  don’t  pay  them  an  hourly  rate 
for  that  but  they  know  it  is  worth¬ 
while  to  spend  that  time." 

The  salesmen  get  lO^c  on  .sales 
made  through  canvassers’  leads, 
15'/  otherwise. 

Once  a  month  ('arner  circularizes 
his  customer  list  asking  them  for 
leads  and  reminding  them  that  they 
can  earn  2'  /  on  the  .sales  that  follow. 
This  doesn’t  get  a  flood  of  leads  but 
enough  come  in  to  ju.stify  the  ex- 
pen.se. 

The  company’s  .sales  force  is 
made  up  of  nuuried  men  between 
.‘50  and  60  years  old.  Carner  has  a 
sales  meeting  once  a  week  where 
salesmen  take  turns  getting  up 
and  demonstrating  roofing,  siding, 
windows  or  insulation,  going 
through  their  entire  sales  .story. 
Carner  feels  that  this  helps  them 
learn;  it  helps  the  listeners  learn; 
and  the  constructive  criticism  helps 
make  a  better  sales  .story.  It  also 
is  almost  the  same  as  a  cour.se  in 
si)eechmaking  and  .salesmanship. 
Each  salesman  comes  in  the  oflice  or 
calls  Carner  by  5);00  A.M.  every 
morning. 


$:MMK)  a  Month 

“The  more  money  you  can  put  in 
a  salesman’s  pocket,  the  better  .satis¬ 
fied  he’ll  be  and  the  longer  he'll  want 
to  stay  with  the  com{)any.  Our  men 
average  better  than  $8,000  worth  of 
.sales  a  month  and  with  that  they  are 
making  a  good  living  wage.  To  .see 
that  they  earn  this  takes  a  lot  of 
time  and  clo.se  supervision  on  the 
lead-getting  and  the  lead-handling. 
But  a  50' ;  increase  in  sales  is  worth 
extra  effort.” 

Charles  K.  Carner  took  his  college 
degree  in  chemi.stry  at  Penn  State 
but,  as  he  puts  it,  “I  didn’t  work  at 
it  10  minutes.”  He  has  been  .selling 
for  80  years,  much  of  that  time  be¬ 
ing  spent  as  an  insulation  .salesman 
for  one  of  the  branches  of  a  national 
manufacturer. 

“The  mo.st  important  point  in  all 
.selling,”  he  .says,  “Is  enthusiasm. 
If  a  .salesman  is  not  enthusiastic 
(Contuuied  on  Page  40) 


W-SetU  "KD”  WINDOW  KITS 


y-Seal  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


MAKE  YOU  MORE  MONEY 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  are  buying  V-Seal  knocked- 
down,  "picture  frame”  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  east 
— .only  SIO.OO  worth  of  ttxvls  necessarv. 
Anyone  can  do  it — in  the  shop  or  on  the  |ob. 
Installation  is  just  as  simple.  New,  exclusive 
V-Seai  "picture  frame”  construc¬ 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-joh  fitting  and  adjustment. 


ACT  NOW 


writ*,  phMM  w  wir* 
Im  JaMU  aad  prkas 


Buy  at  Distributors  Prices  .  .  .  Make 
Combined  Distributor,  Dealer  and  Retailer’s  Profit 

All  V-Seal  products — Aluminum  (Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Basement  Sash  can  he  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

[astern  Division,  478  Belmont 
Avenue,  Haledon,  New  Jersey 
Western  Division,  1134  S.  6th  Street,  St.  Louis,  Missouri 


The  Complete  line  of 

Combinotton  Stortn  Windows 
piMS  Storm  Sash  for  Steel 
Casements  ond  Basement 
Windows. 


STAINLESS  STEEL 

HEAT  TREAT  HARDENED 

SHEET  METAL  SCREWS 


T 

I 


f 

T1 


Will  Not  Rust 
No  Thread  Stripping 
Heods  Won't  Snop  Off 

Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 


iMpressly  Adapted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doers 


Mode  of  Type  420  Stoinless  Steel  speciolly 
heot  treofed  and  polished  for  eMtreme  Htreod 
cutting  strength  and  maximum  corrosion  re> 
sistonce 

Eliminotes  the  rusting  experienced  with 
cadmium  or  chrome  plated  screws. 

Speciol  heot  treatment  insures  toughness 
and  hordness  nccessory  to  resist  stripping  of 


threods,  heod  breokoge.  domoge  to  slots,  etc 
Stocked  in  Round  Heod,  Binder  Heod,  ond 
Ovol  Cts'k  Heod  styles,  in  diometen  4'6'8'10 
and  12  ond  in  lengths  H",  and 

H".  Mode  to  your  order  in  other  sites  ond 
heod  styles.  Also  ovoiloble  to  order  in  Phillips 
recessed  heod,  quontity  permitting 

Ltt  us  quote  you  on  your  requirements. 


-  Industrial  Steels,  Inc. 


250  Bent  St 


TiAUphoni* 

trowbridgf:  6 


Teletype 

CAMBRIDGE:  '54  7 
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BUILDING  SPECIALTIES 


ANV  NOW...\\s^  WeATHER-TiTE 


REDWOOD  OUTSIDE  CASEMENT 
STORM 
WINDOW 


Vi'EATHER-TITE  proudly 
presents  its  new,  genuine 
California  Redwood  Out¬ 
side  Casement  Storm  >X'in- 
dow.  Built  with  the  skillful 
precision  that  has  made 
>X'eather-Tite  famous,  and 
priced  right,  this  leader 
will  be  bound  to  be  a 
profit-maker  for  you! 


» Immtdiot*  Otiivtry 


•  Modern  dtsign  permits  quick,  tocy, 
p«rmon«nt  inttollotion. 


Wea 


•  G«nuin«  Colifornio  Redwood  Con* 
struction  th«  perfect  intuloter 

Oftd  •■tr«m«ly  durable 


WRITE  •  WIRE  •  PHONE 
1859  East  63rd  Street 
CLEVELAND  3,  OHIO 
Express  1-2816 


BETTER  CAULKING  PROTECTION 
hh^JINTERand  SUMMER.. 

\ 


PARALASTIC*  CAULKING  COMPOUND  seals  perfectly.  It  gives  superior  protection 
ogainst  weather  and  against  heat  losses.  AND  .  .  .  builders,  insulators,  water- 
proofers,  weather-strippers,  and  asbestos  and  brick  siding  applicators  acclaim 
PARALASTIC  as  ideal  in  working  characteristics.  IT'S  EASY  TO  APPLY! 

PARALASTIC  in  BRILLIANT  WHITE  blends  per¬ 
fectly  with  White  Asbestos  Siding  .  .  .  eliminotes 
matching  headaches  on  usually  difficult  jobs. 

PARALASTIC  is  also  available  in  Natural,  Buff,  Gray,  Green,  Red  and  Black. 
Write  today  for  information  and  FREE  GUN  OFFER. 

SOLD  BY  LEADING  JOBBERS 


f  Hints  To 
SALESMEN 


The  following  column  is  a  continuation 
of  a  series  on  "How  To  Become  a  Good 
Closer"  by  George  Kellogg  which  began  in 
the  May  issue. 

NOW  for  the  actual  close,  face 
both  the  husband  and  wife 
with  your  .sample  in  hand  and  say, 
“Mr.  and  Mrs.  Smith,  I  would  like 
to  ask  both  of  you  a  question.” 
Then  direct  your  question  to  Mr. 
Smith,  at  the  same  time  carefully 
and  very  casually  keeping  both  of 
them  under  observation.  Now  you 
are  ready  for  the  punch  line  of 
this  master  close.  “Mr.  Smith,  if 
the.se  windows  were  within  your 
budget,  would  you  give  me  an  or¬ 
der  tonight?” 

irhoi  the  itroKix'cf  aii.sircr.'t 
Ye.s,  he  has-  (paiUtied  hiniseff  to  huij 
the  iriHdoirs,  and  since  he  has  not 
(d)jected,  A  Sale  Has  Been  Made, 
and  all  that  remains  to  he  .settled 
are  the  terms.  \oir  turn  to  ijonr 
brief-case,  take  ont  the  order  that 
jfon  pre/ntred  that  afternoon,  slide 
it  (rn  the  table  in  front  of  him. 

The  husband  has  trdd  tjon  that 
"he  ironid  place  an  ruder  tonight  if 
the  irindoirs  irere  irithin  his  budg¬ 
et,"  so  u'e  non-  sag  to  the  husband, 
"Mr.  Smith,  since  these  irindoirs 
are  irithin  goiir  budget,  irith  a 
small  check  to  mg  corporation  of 
onig  .$40  noir,  these  irindoirs  irill 
cost  goii  $.3.5  a  month.” 

You  are  now  using  REVERSE 
SELLING  TACTICS.  You  are  de¬ 
liberately  quoting  him  ONE 
YEAR  F.II.A.  terms  well  knowing 
that  such  a  large  monthly  pay¬ 
ment  is  not  within  his  budget.  Y'ou 
are  now  setting  a  trap  to  have  him 
protest. 

He  will  immediately  shoot  back 
at  you.  “But.  Mr.  Salesman,  those 
terms  aren’t  within  my  budget” 


and  you  will  casually  spring  this 
trap  by  saying,  “Well,  Mr.  Smith, 
I  suppose  $12  or  $1.5  a  month  would 
he  within  your  budget,  wouldn’t 
it?”  “That’s  more  like  it,  Mr.  Sales¬ 
man.”  he  answers. 

Continued  in  the  August  Issue. 
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’  These 
Money  Making 
Products! 


More 

Sales 


Greater 

Profits 


Gear  Your  Future  Business 


Position 

Address 


Fi/l  i)i — Tear  off — and  Mail 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 


Aluminum  Combination  Doors 

1  &  2-Track  Aluminum 
Comb.  Windows 

riple  Track  Aluminum  Combinations 
ayed  Asbestos  Siding 
.  Outside  Casement  Storm  Sash 
Outside  Casement  Storm  Sash 
Aluminum  Door  Grilles 

od  Combination  Windows 
Wood  Combination  Doors 
lAluminum  Wall  Tile 
Shower  Doors  &  Tub  Enclosures 

□  Aluminum  Casement  Screens 

□  Steel  or  Wood  Casement  Screens 

□  Aluminum  Casement  Storm  Sash 

□  Steel,  Wood  Casement  Storm  Sash 

□  Sprayed  Plastic  Siding 

□  Sectional  Overhead  Garage  Doors 

□  Aluminum  Post  Lanterns 

□  Insulating  Siding 

□  Stainless  Steel  Sheet  Metal  Screws 

□  Sprayed  Insulation 

□  Caulking  &  Glazing  Compounds 

□  Plastic  Weatherstripping  for  Metal 

Casements 

□  Plastic  Splines  &  Glazing  Channels 

□  Metal  Coating  Service 

□  Cupola  Roof  Ventilators 
Q  Metal  Mouldings 

[J  Venetian  Windows  and  jalousies 

□  Stone  Type  Siding 

Other  Items .  . 


Send  me  Bldg.  Specialties,  12  months, 
S3.00  □ 

Name . 


july,  1951 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 


Send  me  facts  on  the  items  checked. 
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BUILDING  SPECIALTIES 


PERMALUM  COMBINATION 
STORM  DOORS  AVAILABLE 


Mjasco 

1  P  FIcldsto 


ALUMINUM 
PRODUCTS  CORP 
FIcldstono  7  1658 


The  Combination  Storm 


Window  that  gives  you 


StVCRRL  FRRNCHIStS 

lo.n  tXc  P'"''' 

M.edr 

.0- 

»  OMP  t'PC 
M.  p.n  * . . 

CO*OCt.t.OA' 

DIALflS 
wniTE,  witl  0*  fMOHl 
for  »Olt  OlTAltS 

rooAV 


(itrudcd  Aluminum 
Construction 

•  Ciciusive  Burlier 
Proot  Squcexc  Lock 

R  Selt  Storing 

*  Gujrentced  Tjuttless 
Operetion 

R  Sliding  Action 

R  Skipped  Complete 
or  "Knocked  Down*' 

R  Competitively  Priced 

R  Prompt  Deliveries 


MANUFACTURERS 

and 

DISTRIBUTORS 

of 


COMBINATION  WINDOWS 
and  DOORS 


We  have  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 

A. 

If  you  are  converting  to  wood 
windows  we  can  be  of  particular 
service  to  you,  or 

if  you  have  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  parts,  call  on  us-NOW/ 


G.  Grant  Metal 
Mfg.  Co. 

163  Buscher  Avenue 
Valley  Stream.  L.  I.,  N.  Y. 
Phone  —  Valley  Stream  S  5581 


Why  Employers  Lose 
Their  Men 

Many  an  employer  ha.s  lo.st  a 
jroua  man  and  never  really  learned 
uie  rea.son  why.  For  ju.st  a.s  an 
employer  will  .strive  not  to  embar- 
ra.ss  an  employe  when  he  lets  him 
tto,  so  employes  try  to  leave  a  ^ood 
impre.ssion  when  resijrning  their 
jobs.  Here  are  some  KKAL  rea.sons 
why  men  “tire  the  boss”  and  leave 
tbeir  jobs: 

1.  (ircnti  r  Securitu.  For  a  man 
to  be  happy  in  his  job  he  must  have 
a  sense  of  security.  A  feeling  of 
in.security  breeds  discontent  and 
fear.  2.  lUttcr  opportitnitij.  Many 
men  change  to  achieve  more  rapid 
advancement.  3.  tlcttcr  locatUnt  or 
(’iirirounuHt.  A  man  may  he  will¬ 
ing  to  work  in  a  snoUdy  neighbor¬ 
hood  to  get  valuable  experience, 
but  if  he  IS  ambitious  his  eye  will 
be*  on  joining  a  business  in  a  loca¬ 
tion  which  needs  no  apologies  and 
of  which  he  can  be  proud.  4.  Etn- 
plojitr'.s  inireliahilitij.  Some  em¬ 
ployers  make  promi.ses  lightly. 
They  say  one  thing  and  do  another. 
They  prove  unreliable  by  failing 
to  back  up  their  employes.  So  they 
lo.se  them. 

lU  H'jll.-r  .1.  r. in  .1 IH  I  Hi 
A<.i\cy 


100  Leads  a  Week 

(ContiniK'd  frooi  Page  37) 

about  his  products,  how  can  the 
jirospect  get  enthusiastic?  And 
what  better  products  to  get  enthu¬ 
siastic  about  than  tho.se  which  bring 
real  comfort  and  econom.v  to  a  home 
owner?  That’s  why  1  am  so  enthu- 
sia.stic  about  .selling  windows,  roof¬ 
ing,  siding  and  insulation.” 


B.  S.  Reporter 

(Coatiiiaed  from  Page  .34) 

The  Steel  Building  Division  of 
Stefco  will  be  moved  to  Kossmoyne, 
where  continuance  of  the  manufac¬ 
ture  of  these  steel  buildings  will  be 
carried  on  under  the  name  Stefco. 
The  Stefco  steel  building  is  similar 


to  the  Steelcraft  building  in  apjiear- 
ance,  however,  the  Stefco  building 
is  made  in  panels  and  .sections,  and 
the  Steelcraft  building  is  shipped 
knocked  down  in  smaller  units.  The 
Stefco  basic  design  is  also  different 
than  Steelciaft  and  offers  a  wider 
range  of  buildings. 

Offices  and  plant  for  Stefco  will 
be  in  Rossmoyne,  and  a  .separate 
.sales  division  will  be  set  up  to  handle 
the  .sales  and  di.stribution. 

4c  ♦  « 

Baldwin-Hill  Company 
Acquires  New  Plant 

Mr.  \V.  H.  Hill.  President  of 
Baldwin-Hill  Company,  Trenton, 
New  .Jersey,  has  just  announced 
the  purchase  of  the  Tex-Rock  In¬ 
sulation  Manufacturing  Company. 

Mr.  Hill  stated  that  the  addition 
of  the  Texas  plant  to  the  three 
present  Baldwin-Hill  factories  lo¬ 
cated  at  Trenton,  N.  ,1.,  Kalamazoo, 
Mich.,  and  Huntington,  Ind.,  was 
made  to  meet  the  rapidly  growing 
demand  for  both  Industrial  and 
Domestic  Insulation  materials 
throughout  the  southwest. 

The  new  division  of  the  Baldwin- 
Hill  Company  will  manufacture  and 
distribute  Insulating  Blankets, 
Felts,  Insulating  Cements,  F’ipe 
Coveiing,  Fill  Insulation  and  Board 
and  Block  Insulation. 

The  Texas  Plant  will  also  manu¬ 
facture  Batt  and  Blown  Mineral 
Wool  for  Home  Insulation.  (leorge 
W.  Elliott,  formerly  President  of 
the  Tex-Rock  Insulation  Manufac¬ 
turing  Company,  will  continue  in 
the  sales  management  capacity  of 
this  plant. 

*  *  * 

Leighton  Appointed  LOF 
Warehouse  Consultant 

George  A.  Leighton,  of  the  sales 
technical  service  department  of 
LiblTey-Owens-P’ord  Glass  Com¬ 
pany,  has  been  appointed  jobber 
warehouse  consultant,  succeeding 
to  the  duties  formerly  performed 
by  Claude  F.  Harr,  lecently  trans¬ 
ferred  to  the  Fiber  (Hass  Division 
of  LOF’  Glass. 

Mr.  Leighton  has  been  associ¬ 
ated  with  Libbey-Owens-F’ord  for 


July,  1951 


41 


ei^ht  yeais.  I’leviously  he  served 
with  P'iiestone  Tire  &  Rubber  Co.. 
Gulf  Refininjr  Co.,  and  the  Panama 
Canal,  as  field  and  construction 
engineer,  responsible  for  plant  and 
warehouse  layouts  and  miscellane¬ 
ous  construction.  His  new  ware¬ 
house  consultant  duties  will  be  in 
addition  to  his  continued  .sales  tech¬ 
nical  work. 

*  *  « 

John  M.  Frank  Elected 
President  of  NAFM 

The  National  .As.sociation  of  Kan 
Manufacturers  in  meeting  at  Gen¬ 
eral  Brock  Hotel,  Niagara  Falls, 
Canada,  on  June  6  elected  as  Presi¬ 
dent  for  the  en.suing  year.  John  M. 
Frank,  President  of  the  llg  Electric 
\’entilating  Co.,  28.5(1  North  Craw- 
for  Avenue,  Chicago,  Illinois. 

The  National  Association  of  Fan 
Manufacturers  includes  12  leading 
companies  doing  a  national  busi¬ 
ness  in  the  manufacture  of  venti¬ 
lating  fans,  centrifugal  fans,  unit 
heaters  and  air  conditioning  e(iuip- 
ment. 


New  Products 

{Coiitinmd  from  Page  24) 

Royal  Blue,  Tile  Red  or  Glass 
Green  colors  only.  Each  standard 
color  is  distinctively  ornamented 
by  the  addition  of  dual  white  fea¬ 
ture  stripes. 

*  *  ♦ 

Residential  Aluminum  Doors 

.A  new  flush  panel,  side  hung 
residential  interior  aluminum  door 
and  vise-grip  jamb  is  now  in  full 
scale  production  on  the  West  Coast, 
h’eatures  of  the  new  Truline  door, 
aside  from  its  lieauty  and  strength, 
are  its  ease  of  in.stallation,  its  ab-  I 
solute  freedom  from  warj),  its  high 
resistance  to  file,  sound  transmis¬ 
sion,  thermal  transmission  and 
vermin. 

Doors  are  of  flush  construction 
and  of  thickness.  Panels  are 

constructed  of  the  finest  obtainable 
panel  flat  aluminum  sheet  of  not 
less  than  24  gauge  thickness.  Filler 
(Coatinaed  oti  Page  42) 


TRIPLE-TRACK 

Designed  for  INSTANT  APPEAL  .  .  .  Priced  for 
COMPETITION  and  PROFIT! 

New  Improved  TRIPLE-TRACK  ALL-ALUMINUM 
Combination  SCREEN,  STORM  WINDOW  & 
WEATHERSTRIP  UNIT; 

Only  PARAMOUNT 

has  ALL  the  MOST  WANTED  FEATURES! 


•  TRIPLE  TRACK!  Not  channel. 

•  Easy  installations.  Service-free.' 

•  TWIN  VENTILATION!  Sashes  raise  or  lower  to  ony  level! 

•  CHANGEOVER  NEVER  NECESSARY!  Mokes  sett-storing 
obsolete' 

•  POSITIVE  IOOOq  WEATHERSTRIPPING! 

•  Heavy  extrusions,  rigid  construction  throughout! 

America's  Finest  ALL-ALUMINUM  Combination 

STORM  &  SCREEN  DOOR: 

•  Fully  extruded.  •  Aluminum  Wire  Screening 

•  Expander  on  sill  for  sure,  yet  easy,  installation. 

•  Braced  corners  for  lifetime  rigidity. 

•  Complete  with  aluminum  ensemble  and  hardware. 
PARAMOUNT  COMBINATIONS  assure  your  keeping  profits  in¬ 
stead  of  reducing  them  through  costly  service  coil-bocks.  WRITE 
TODAY  FOR  DISTRIBUTORSHIP  INFORMATION.  Please  stote 
qualiticotions.  Some  choice  territories  still  ovoilable  it  you  act 
tost.  CALL; 


YES! 


Mr.  George  Lieblein,  REpublic  9-6664. 

Interruption  in  your 
PROFIT  PARADE  with 
PARAMOUNT! 


Prompt 

Delivery. 


NO! 


pflRflmounT 


ALUMINUM  PRODUCTS  CORP. 

180-11  JAMAICA  AVE.,  JAMAICA  3,  L  I.  N  Y. 


A. 
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BUILDING  SPECIALTIES 


Acf  Industries  Co..  The . 

.Mumalir  Corp.  of  America .  :{ 

Arlite  Industries.  Inc .  .‘{I 

Arrow  Metal  Troducts  Corp .  31 

Harnhart  Co..  The  .V.  M .  29 

Ileaux  Art  Crafts .  28 

IJelson  Co..  Inc .  2B 

Calhar  I’aint  &  \  arnish  Co .  27 

(  aider  Manufacturing  Co .  II 

Casement  Hardware  Co.,  The .  .3."» 

Compo-Miracle  I'rod.  Co .  t.'l  ' 


llraftite  Products  Co .  3fi 

KImont  Mfjt.  Co .  .30 

Kmco  Cement  Co . Hack  C«iver 

Feather-I.ite  Mfi;.  Co .  fi 

(ilobt'  .''idiiiK  I’roducts  Co .  2 

(iraef  Storm  W  indow  Co .  2.'> 

(Jraut  Metal  Mfs.  <  o.,  (i .  it) 

llumphre>  I’roducts.  Inc .  31 

Industrial  Steels.  Inc .  37 

.lamaica  Sash  Door  Co .  31 

Jasco  Aluminum  I’roducts  Corp .  Ill 

Kaufmann  Corp .  28 

Keystone  Alloys  <o .  3.3 

l.udman  («rp.  .  31 

Metal  Tile  I’roducts.  Inc .  12 

Nash  Mf>:.  Co .  36 

I’aralastic  I’roducts  Co.,  Inc .  38 

I’aramount  Aluminum  I’roducts  Co..  II 

Kaydon  MfK.  Co .  36 

Ke-Nu-It  Corporation  .  9 

Hex  Corporation .  29 

Kolottlass  Kquipment  Corp .  6 

Samcoe  Iron  C<i..  W  m.  J .  28 

Schumacher  Co..  The  F.  K .  33 

Shower  Door  Co.  of  America .  33 

Sprayed  Insulation.  Inc .  1 

TrimedKO.  Inc .  27 

V-Seal  Corp .  37 

W  arner  Mfi{.  Corp .  8 

W  eather-l’roof  Co.,  The . 22-23 

Weather-Tite  . 32.  38 

W  erner  (  o..  The  |{.  D . 3(1.  .36 

W  ilson  Mfjj.  Co..  I..  S .  10 

Winsulite  Co.,  The .  26 


New  Products 

(Continued  from  Page  41) 

is  Douglas  Phenolic  Iiniiregnated 
Jloneycoinli  or  etjuivalent,  pressure 
Ponded  with  an  aiiproved  bonder. 
Jambs  are  constructed  of  aluminum 
sheet  precision  rolled  to  shape,  are 
continuous  clamj)  type  with  pro¬ 
vision  for  iKisitive  vise-grip  action, 
capalile  of  absorbing  wall  devia¬ 
tions  up  to  I  in  thickness  ann 
o|)ening  deviations  up  to  •<}(". 

Each  door  and  ’jamb  has  an  j 
upjier  and  lower  half  hinge  of  ex¬ 
truded  aluminum  .section  21  Dural. 
Hinge  pins  are  of  steel  suitably 
plated  to  prevent  any  possibility 
of  electrolytic  action  and  to  provide 
good  siiueakless  operation. 

Manufactured  by  the  W’eather- 
\  ane  Corp. 

*  ♦  * 

Refrigerator-Range 

Combination 

Acme-National  Uefrigeration  Co., 
manufacturers  of  siiace-saving  re¬ 
frigerators,  has  just  introduced  a 
new  combination  of  refrigerator 
and  electric  range,  known  as  the 
ACME  Dual-Purpose.  This  unit 
combines  all  the  advantages  of  an 
ellicient  compact  refrigerator  and 
the  convenience  of  a  two-liurner 
electric  range  all  in  one  unit. 

This  Dual-Purjio.se  unit  is  'MV 
high,  27"  wide  and  2<i'  ■>”  deep,  with 
.■).S  cu.  ft.  capacity.  It  is  an  ideal 
unit  for  the  small  apartment,  hotel, 
motel,  club  or  institution  for  those 
areas  w  here  space  is  at  a  premium. 

*  ♦  * 

Quick  Setting  Grouting 
Material  for  Plastic  Tile 

A  quick-setting  grouting  mate¬ 
rial  and  new  corner  tiles  are  in¬ 
cluded  in  the  latest  improvements 
of  Tile-Rite  Pla.stic  Wall  Tile. 
Overcoming  two  criticisms  of  plas¬ 
tic  tile  u.'^er.s,  the.se  improvements 
add  more  practicality  and  appeal 
to  the  already  papular  interior  fin¬ 
ishing  material. 

The  grouting  material  facilitates 
installation  and  improves  the  final 
appearance  of  the  job.  While  wet 
it  can  be  wiped  clean  with  a  damj) 


cloth  and  will  then  dry  to  a  beau¬ 
tiful  white  hardne.ss  which  resists 
di.scoloration  from  dirt. 

The  new  wall  tile  corners  are 
designed  for  u.se  in  both  .straight 
line  installation.s,  or,  as  in  the  case 
of  uneven  wall  surface,  for  .stagger 
applications.  They  are  sized  to 
form  a  perfect  half  when  alter¬ 
nated  long  and  short  ends.  The 
corner  tiles  are  available  in  all 
field  tile  colors,  and  the  cap  and 
feature  in  trim  colors. 


CLASSIFIED  ADVERTISING 

Under  this  heading  classified  adTertisements 
are  accepted  ct  the  uniform  rate  of  25  cents 
a  word,  but  no  advertisement  taken  lor  less 
thon  20  words  with  a  minimum  charge  of 
$5.00;  3  months  at  20c  per  word  per  insertion. 
Check  or  Money  Order  miut  occompony  copy  of 
Classified  Ad.  Advertisements  solicitating  deal¬ 
ers  or  distributors,  or  new  products  for  sale,  not 
accepted  in  classified  section.  Address  all  com¬ 
munications  to  Classified  Department.  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  Avenue.  New 
York  16.  N.  Y. 


IIKI.r  WANTED 


KN(>\\'  CMniMfi.itiim  windows?  SAI.KS- 
\IA\  with  fxiH'i ifiK’e  id  the  cniliitiatitm  storm- 
-.(•nt’ii  winil'’W  liii->int-s"  t<‘  icprc-ent  u-  in  the  iiidI- 
wt't,  ilc'lt  call  on  -.ur  pre-ent  dealer’'.  M’t  up  new 
dealer’',  ami  intr.Miuce  our  new  two  track  metal 
e.ithei '•ti ippeil  \\'i-«l  coinhination  window  — -com- 
patiion  unit  t*.  our  fatmtUH  all  aluniinum  tjne.  We 
are  t«iie  ot  tin*  nation*-,  large’*!  atid  la-'-t  known 
nianufactnrt  i  >  of  nationally  advertised  products, 
which  In-ar  the  (I'hkI  Houx  ktepiiiy  Seal  of  Ajh 
ptoval.  Th;*.  i-  a  pvttnanent  joh  with  an  out'*taml- 
inu  .ppoitunity  f..r  an  ont-t  andinir  mati.  Kxcel- 
1(  nt  Miiarv .  C'.nHni'-’'D»n.  and  exiien'-e’*.  Write  di¬ 
rectly  fot  app’dntnnnt  and  give  full  (pialitications. 
lb*  n>'t  plione.  Aliimatir  (  t  ip.  of  .Vtneiica.  2HH1  S. 
.^dth  St.,  .Milwauket  ,  \\  ir-eon-in. 


's.M.KS  -M.WAtiKU  K(>k  out^tatvling  natitnal 
niatiufactnrer  ..f  aiuminuiu  conihin.it ion  w  indows 
.(Tid  do-.r’*  located  in  Ka-t.  I'miMial  opportunity. 
Wnte  imtnetliatel> .  Mux  Huilding  Specialties, 

42.S  Fourth  Ave.,  New  Volk  16,  N.  Y. 


WANTED 


WK  ARK  1  .\  l  KRK.'n  TK.I)  in  purch.ising  a  small 
.Muminum  Storm  VN  tndow  Manufacturinij  Plant 
preferahly  in  ea^tt  in  l’nite<l  Slates.  Reply  Hox  324, 
huilduig  Specialties.  425  Fourth  Ave.,  New  York 
In.  N.  Y. 


FOK  SALE 


S.\Sn  AND  I>(M)R  Faettiry;  I'-pnipIete  woodwork- 
in>f  facilities  for  maniPacture  of  wood  combination 
windows  ami  d>Hii*..  50.000  mj.  ft.  umier  roof  with 
lailroad  siding,  dry  ki’n  ami  own  water  generated 
;  lectricity.  Ideally  1  »catcd  in  Western  Penns>lvania 
f<  r  imnicdiali'  (-ccutiancv .  H  -x  3’.’  ItinMing  .Spe- 
cialtu”'.  425  l*'ouith  .Ave.,  New  S’oi  k  16,  N.  Y. 

tt. 


5iM)ii  AI.IMIM  \|  CtiMRINA'riO.V  W 1  .\ 
|)(»\\>.  .\  l.ttge  nianui.icturer  ha-,  available  ap- 
pr<  ixini;it(  1\  5**dd  wimlow-  JHou  -toek  and  .>tM)0 

ivhieh  can  be  in  ide  to  '■peeiticatDtjis.  Tht-.  i--  a  di’*- 
contniue*!  model  .iml  niit-.t  lie  -.oltl  through  outlet-' 
itlur  than  (»ur  own  o^gani/atioii.  (fills  nttaneialls 
reh.iMe  eomp.inu-  need  .ip]»l\.  Repls  IL-v 
Muil'liiig  Spe cialtie-,  4J5  I'ourth  Aseinie.  \  lt» 


^  iiuiiustoH  n  Induslrios.  Im*. 


\  N 


Rindstom 


Affer  Bondstoning 


PRODUCTS,  Inc 

PENNSYLVANIA 


Sell  Profitable  BONDSTONE  for  fhe  Front 
Sell  Shingles  or  Insulating  Siding 

for  the  Rest  of  the  Building 


and 

MAINTAIN  PRICES 
AND  PROFITS!!! 


Here's  a  line  that  will  enable  you  to  BUILD  and  KEEP 
the  happiest  sales  crew  you've  ever  had.  Your  sales¬ 
man  can  sell  BONDSTONE  along  with  other  siding 
and  completely  eliminate  competition  and  price  cut¬ 
ting.  Your  BONDSTONE  mark-up  means  bigger 
volume  at  much  higher  profits.  Now  you  can  enter 
the  siding  business  with  no  competition! 

When  you  show  your  prospects  BONDSTONE  (using 
our  beautiful  sales  kit)  they  are  thrilled.  It  matches 
ony  natural  Stone  in  color,  texture  and  appearance, 
at  a  fraction  of  the  cost.  You  can  apply  it  over  any 
^  surface,  inside 

/  I’ve  Never  y  or  out,  on  old 
y  Handled  a  Product]  buildings  or 
That  pays  /  ""-A"d,you 
S„WEU.  / 


Keep  a  Satisfied  Sales  Force:  You  can  have  the  na¬ 
tion's  TOP  specialty  salesmen  with  BONDSTONE. 
Their  job  is  easier  .  .  .  Bondstone  is  ideal  for  com¬ 
mercial  and  home  jobs,  meaning  many  more  pros¬ 


pects— there's  no  compe¬ 
tition,  no  price-cutting  — 
larger  unit  sales— an  ex¬ 
clusive,  nationally  adver- 
t  sed  product. 

low  Investment:  You  buy 
BONDSTONE  equipment 
for  a  few  hundred  dol¬ 
lars  and  there  is  no  fur¬ 
ther  investment.  Your  first 
job  pays  for  your  equip¬ 
ment. 

Simple  Application:  Train 
your  applicators  in  2  or 
3  days.  They  like  the 
easy  work. 


Write  today  for  Illustrated  Booklet 

Exclusive  territories  open  for  Dealers  and  Distributors 


Before  Bondstoning 


EMCO  CEMENT 

PAXINOS  3 


